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The “GLOBE” VENTILATOR 





In a Class by Itself 


Simple, Durable, 
Noiseless, Ornamental 
Symmetrical in Appearance 
Effective in Operation 
Absolutely Storm Proof 


The GLOBE VENTILATOR is so simply constructed it 
cannot get out of order. 

Works silently in all kinds of weather and need only be 
painted when building is painted. 

The GLOBE VENTILATOR will not mar the appearance 
of the building, being neatly finished. 

Made in galvanized iron, brass and copper with glass tops 
for skylights. 

The GLOBE VENTILATOR is being used on Homes, Gar- 
ages, Cottages, Office Buildings, Farms and Moving Picture 
Theaters. Your customers know that they are standard 
and are easy to install and maintain. 

Our advertising is sure to help you sell more GLOBE 


VENTILATORS. 
Write for information to Department H to-day. 


GLOBE VENTILATOR COMPANY 


TROY, NEW YORK 
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+—- The All-Steel Body of 
THE IMPERIAL 


WARM AIR FURNACE 


is rolled from a single steel plate and securely fastened 
by a single row of rivets. The top and bottom are also 
formed from single steel plates and riveted to the cylin- 
der, forming a boiler without any opening or cast iron 
connections. 


The All-Steel Body of IMPERIAL WARM AIR 
FURNACES has less riveted joints than any other steel 
warm air heater. Its heavy construction allows a greater 
heat to be generated without damaging the IMPERIAL 
WARM AIR FURNACE. Its All-Steel construction 
also causes it to radiate heat better than either cast or 
wrought iron warm air heaters. 


Absolutely gas and dust tight. 
No asbestos packing used. 
Furnished either with or without hot blast draft. 


Dealers all over the country are selling more All-Steel 
warm air heaters every day. The reason for this is that 
the superior All-Steel construction of warm air heaters 
is rapidly becoming known to the public. Our illus- 
trated circular will convince you of the excellence of 
IMPERIAL ALL=-STEEL WARM AIR FURNACES. 


















Write today for complete information and new illustrated printed matter. 


IMPERIAL FURNACE COMPANY 


MARSHALLTOWN, IOWA 


FRONT RANK 
HUMIDIFIER | 


The result of y2ars of care- 
ful study, making it one of 
the most simple and cffec- 
tive ever devised. 








The supply of moisture is 
alwaysmaintained in relative 
proportion to the amount of 
heat generated and is deliv- 
ered to the air after it is 
heated. The | 


FRONT RANK 
HUMIDIFIER 


is built for 
durability au 
and service. decals. 


Write us for 
further information. 


HAYNES-LANGENBERG MEG. CO., St. Louis, Mo. 


Pat. 1913 
Imp. 1916 


























ESTABLISHED 1880 
Representative of 
The Stove Tin Hardware 
Heating and Ventilat- 
ing Interests 


PuBLISHED Every SATURDAY 





é.ddress all communications and 
remittances to 


DANIEL STERN 
Publisher and Proprietor 
910 South Michigan Avenue 
Chicago Illinois 
New York Office 
1478 Broadway at 42nd Street 


TERMS OF SUBSCRIPTION IN THE UNITED STATES AND Its PossEssions (Invariably in Advance) ONE YEAR POSTAGE Pain $2.00 
FOREIGN COUNTRIES ONE YEAR POSTAGE Paip $4.00 CANADA ONE YEAR PosTAGE Paip $3.00 


Entered as Second-Class Matter June 25 1885 at the Post Office at Chicago Illinois under Act of March 3rd 1879 





VOL. 72. No. 13. 


Ever sINCE the mail order business assumed’ any 
considerable importance, schemes have been proposed 
by which it was urged that these con- 


Bucking = cerns could be “killed off.” A lot of 
Mail Order : ‘ 
theorists, many of whom had never seen 
Houses. 


the hind side of a counter in a retail 
store, and most of whom had little or no real knowl- 
_edge of conditions in rural communities, thought out 
schemes by which—as they claimed—it would be 
made extremely difficult if not impossible for the 
mail order houses to do business. 

One of these schemes was on the order that if a list 
was compiled of manufacturers and wholesalers who 
sold merchandise to the mail order houses, the retail- 
ers would soon force these sources of supply to dis- 
continue doing business with the mail order houses 
and thus when they could secure no goods to sell, 
they must of necessity die. It is needless to point out 
that the scheme fell through—as it was bound to do— 
because it required concerted action on the part of 
the retailers and such concerted action was against 
the Sherman Anti-Trust Law. 





Another scheme had as its main feature the prepara- 
tion and insertion of editorials and news items in the 
local newspapers appealing to the consumer for his 
trade on the basis of “home pride”—‘“he owed it to 
his home community to do his buying there”; “he 
owed it to the retailers who were in business there to 
patronize them because they were paying taxes and 
helping to support the schools, churches and other in- 
stitutions of the community.” While this is perfectly 
true, the argument is useless as against the claim of 
the mail order houses, false as it is, that money spent 
with them will go farther than if spent in the local 
stores: The appeal to the pocket book is the strong- 
est appeal that can be made in creating a sale. 

A third “campaign” followed the idea of the mail 
order houses that by “cutting out the middleman’— 
such as the wholesalers and traveling salesmen—the 
retailer could buy at prices sufficiently low to make 
it possible for him to compete successfully with the 
mail order houses. 

At various times AMERICAN ARTISAN 
HArpware Recorp has pointed out the folly of all 
these different schemes and has shown why they were 
bound to fail: None of them took cognizance of the 
fact that the efficient rendering of service is the basis 
of success in merchandising. 

The inefficient retailer can never hope to compete 
successfully—against the mail order houses or against 


AND 
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any other retailers in his own community. He is 
bound to fail. 

Comparatively recently a decided change has come 
about among manufacturers, wholesalers, traveling 
salesmen and retailers, and instead of groping in the 
dark as many of them have been doing they have at 
last come to see the light: That the retail merchant 
who follows modern methods of merchandising— 
principally in his selling—always makes a success and 
never complains about competition. 

It has been demonstrated in altogether too many 
cases to make it necessary to argue the point, that the 
retailer who knows how to sell and who goes after 
business in a consistent, persistent manner always 
miakes a success provided, of course, that in the other 
departments of his enterprise he follows the same 
modern principles. 

So now this idea has gained a foothold that while it 
may not be possible to “kill off” the mail order houses 
it is entirely possible to develop the merchandising 
ability of the local retailer to such an extent that he 
will secure a much larger portion of the business in 
his community than is the case at the present time. 

In other words, it is no longer a case of “bucking 
the mail order house,” but of developing home trade: 

The first step in this new, positive and construc- 
tive campaign is to convince the retailer in the rural 
communities that on an average he can and does sell 
the same quality of merchandise as low as the mail 
order house. 

That this is entirely possible has been proven in in- 
stances so numerous that only the skeptic who will 
not let himself become convinced can easily be con- 
vinced that this is a fact. 

With the retailer thus realizing the strong position 
which he occupies in his community, the next step 
is to use this knowledge and bring the facts to the 
attention of the consumer in a thoroughly effective 
manner. 

For several months conferences have been held at 
which representatives of various bodies of retailers 
and wholesalers have been present and expressed their 
views on the matter, and it is now fairly well decided 
that in the near future a concerted publicity campaign 
will be started under the supervision of a joint com- 
mittee including in its membership competent men 
from the various trade organizations. At the meet- 
ing which was held in Chicago early in September, 
eighteen of the principal retail, wholesale and travel- 
ing men’s organizations were represented. 
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With a thorough organization of all the forces 
which believe in the established method of distribu- 
tion—from manufacturer through wholesaler and re- 
tailer to consumer—and with this organization pushing 
such a campaign along the lines suggested in the fore- 
going, there can be no doubt as to its ultimate success. 











PRIVATE BANKs to the number of fourteen failed in 
the space of two years in Chicago and as many more 
in the state of Illinois during the same 
Regulation of course of time. The total liabilities after 
Por any all assets had been realized upon and de- 
ducted amounted to nearly one and a 
half million dollars for the state and yet it has been 
impossible for some reason or other to have a state 
law passed requiring registration and supervision of 
private banks by the banking department of the state 
government. 

It is claimed by some of those who oppose state 
supervision that the private banker in many communi- 
ties has such close relations with the people in his 
community and that because of these close relations 
he is willing and able to take risks which it would not 
be possible for him to take under state regulation and 
that by taking these risks, which it is claimed are 
really not very great owing to the close knowledge 
that the private banker has of the affairs of his cli- 
ents, he is able to assist borrowers in many cases 
where this would not be possible if his bank were 
under state supervision. 

While there may be some basis for this claim, the 
fact remains, however, that so long as the banking 
business is allowed to be conducted without super- 
Vision of any kind, fraudulent failures will continue 
because of the very fact that there is no supervision: 
Men who never should have been allowed to have the 
chance to handle anybody else’s money have and will 
be engaged in the banking business—some of them no 
doubt with the very best intentions but many with 
deliberate plans to defraud those who deposit money 
with them. 

Under the present conditions in Illinois and in many 
other states, all that is necessary for a man to engage 
in the banking business is to persuade a sign painter 
to paint the word “bank” on the doors and windows 
of the place where he wants to open his financial en- 
terprise, to persuade a printer to print a quantity of 
blank checks bearing the name of the financial institu- 
tion which he wants to start and get a lease on an 
office. ' 

Therefore, as far as actual money is concerned, he 
need not have a cent. If his credit with the painter, 
printer and real estate agent is good, he can be in the 
banking business for a month without having a cent to 
start with and when the month is up—if he is that 
kind of a man—he can use the deposits made in his 
“bank” to pay the bills which he has incurred, and 
under the Illinois law there is absolutely nothing that 
can be done to him. 

While many of the private banks which oppose legis- 
lation regulating the banking business no doubt are 
operating along legitimate lines, the fact remains that 
so long as there is no law by which a person using the 


word “bank” or “banker” to indicate his business can 
be subject to regular supervision and regulation, there 
will always be men who will go into the “banking” 
business and defraud their depositors. 

It behooves every man engaged in_ business- 
whether he be a manufacturer, wholesaler or retailer 
—to make certain that the three representatives, as 
well as the state senator, which are to be elected in his 
district for the Illinois state legislature next Novem- 
ber pledge themselves to support the private banking 
regulation law which is to be introduced again by its 
author, William D. Thon, during the coming session 
of the state legislature—and then to see that these 
senators and representatives live up to their pledge. 

The only reason why Illinois at this time does not 
have proper legislation providing for supervision of 
private banks is that the business men of the state 
have failed in their duty to themselves. 








A CERTAIN hardware traveling salesman died re- 
He had been earning a large salary but had 
spent his money as fast as he earned it. 
His family occupied a high priced apart- 
ment nicely furnished. He owned an 
automobile and his family, consisting of 
his wife and two children, had almost every comfort 
He took cold one day and in 


cently. 


Good Life 
Insurance 
Big Asset. 


that could be imagined. 
two weeks he was dead and buried. 

When it came to settle up his estate it was found 
that after all debts had been cleared away, less than 
$1,000 was left to the widow, for he carried no life 
insurance. 

This is by no means a unique case, for many men 
think that they deserve credit if they manage to live 
just within their income, and many others look upon 
life insurance as a proposition that may be taken up 
later on but for which at the present time they have 
no money to spare. 

The carrying of life insurance is a duty which every 
married ‘man owes to himself and his family whether 
he be a salary earner or owner of a business. If he 
is a traveling salesman or occupies a position in an 
office, shop, or store, the regular family income will 
cease when he dies and unless he has made proper 
provision—in the form of life insurance—for a steady 
source of income after his death his family will in 
practically every case suffer want. 

The owner of a retail hardware store derives his 
income partly from the salary which he receives as 
manager of the business and partly from the net 
profits of the business. If he is a partner the first 
portion of this income will cease when he dies, and in 
many instances the surviving partner will insist upon 
having someone buy the interest of the deceased, in 
which case the widow will, of course, receive a stim 
of money representing the interest of her late hus- 
band in the business, but this money in most jnsta‘ces 
will not yield the same returns when invested simply 
in loans as it did when it was used in the busine 

No matter from what angle you look at it, it is 
first class business policy for any man—whether he 
be an employe or sole or part owner of a business— 
to carry a liberal amount of life insurance. 
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NOTES AND SKETCHES. 
BY SIDNEY ARNOLD 


RANDOM 








From my good friend, John P. McCrea, comes a 
letter containing his sentiments on the subject of 
Labor Day, which he had sent to a staunch friend 
of his, a woman who thinks deeply and who wrote in 
veply, “Your sentiments are timely. They should be 
published.” Accordingly, here they are: 

“T regard Labor Day as a very silly holiday. It 
serves no wholesome purpose. Not only does it not 
dignify labor, but it operates to encourage indolence 
and dissipation. In the case of most of us our de- 
velopment is retarded because we play so much and 
work so little. Legislation which has to do with 
labor should provide every incentive to work, and 
toilers should be paid only for what they do.” 


Some weeks ago there was quite a scare at the 
Atlantic seaports and bathing places owing to the ap- 
pearance of sharks. All sorts of schemes were pro- 
posed for catching these monsters of the sea, and one 
of my friends sent me the sketch shown in the accom- 





SHARK WONT RISE 
TO THAT IF IT’S 
A STRICTLY 
MAN EATER. 

















David M. Halstead Fishing for Sharks. 


panying illustration which is supposed to represent 
David M. Halstead, President of the Delta File Works, 
Philadelphia, who is credited with having thought out 
the idea of using a ladies’ stuffed stocking at the end of 
an ordinary fish pole. The rotund figure at the right 
in the group of skeptics on the pier is a picture of 
Don MacMillan. 


“ “ke 
*% * 


“Charlie’’ Meacham, who is in charge of the Chi- 
cago Branch of the Lovell Manufacturing Company, 
likes a good fish dinner and so he was quite pleased 
when one day he received by express a fine brown 
trout. The fish was duly admired, cooked, eaten and 
voted excellent. But shortly after “Charlie” , was 
somewhat upset by a letter from the donor of the fish. 
It read: 

“Some days ago I sent you a large brown trout. 
Will you kindly oblige me by having same examined 
and analyzed and let me know as soon as possible 
what it died of ?” 


My good friend Howard R. Lynn, who spends his 
leisure moments in writing sketches frgm life for the 
“Born Ranger,” the clever house organ of the Born 
Steel Range Company, Cleveland, tells the following 
incident which contains a strong lesson on persistency 
in salesmanship: 

“IT was walking up Euclid Avenue in Cleveland 
with a button salesman I had known from childhood. 

“*There is my biggest customer in this city,’ said 
my friend, indicating a certain department store. ‘I 
made twenty calls there before the buyer would even 
look at: my samples. 

“*On my twentieth visit the buyer demanded in an 
irritated manner why I kept bothering him when he 
had told me repeatedly he didn’t want to see my line. 

““Mr. Blank,’ I replied, ‘what you do is your busi- 
ness. But I am paid by my company for calling 
upon every department store in the city every week. 
You do not need to look at my samples. But let me 
tell you, Mr. Blank, I am going to call on you every 
week whether you look at them or not.’ 

“ “Did he throw me out? He did not. 
at me as if he would like to and told me to come 
around at ten the next morning. I went and got a 
Since then that store has been my 


He glared 


very nice order. 
largest customer.’ 

“Twenty calls before he got even a word of en- 
couragement! Think about it sometimes when you 
are blue and discouraged—when you have tried and 
tried and all your efforts have failed. 

“History is made up of men who did not know 
when they were licked—who simply insisted on ham- 
mering away against apparently hopeless odds.” 


y ~*~ 


One of my friends who has made a name for him- 
self as an organizer and executive officer of retailers’ 
associations and who, like all others who have studied 
the problem of distribution from the practical side, 
recognizes the great service and inestimable value of 
the traveling salesman, is J. J. Ryan, Secretary of 
the General Merchants and Retail Grocers’ National 
Association. 

In a recent address Mr. Ryan made the following 
statement which I believe is worthy of being read by 
every one who is in the selling “game”: 

We hear much and often of the man behind the gun, 
and the man behind the plow. Poets and essayists apos- 
trophize those who have distinction in pursuits which engage 
them, and they are no doubt worthy of the chaplets woven 
to emphasize their achievements, yet it seems to be inscrut- 
ably an omission that the important position of a salesman 
is neglected, or at least has been so until recently, and the 
man behind the counter or the representative of the factory 
and wholesale interests is considered of comparatively small 
account among the heroes and workers of the world. 

The mission of the salesman is one of dignity, of worth, 
of incalculable importance. Salesmanship is an art of precise 
and scientific pursuit, but this view it is to be feared is not 
always entertained by all who fancy they are called to such 
employment. Of course all of us have the ambition to win 
success, but I venture to submit—how is success to be gained, 
without studious, thoughtful, painstaking devotion to what- 
ever employment may be undertaken? 

There is no field, so it seems to me, so interesting, so 
worthy of the best gifts, such unalterable devotion, the in- 
terest of genius, the application of skill as that of salesman- 
ship. Where can there be found such unexampled oppor- 
tunity ‘to study, and to know all the idiosyncrasies of human 
nature, as is open to the salesman? There is no piace among 
men, except that of the salesman, where the traits and in- 
tuitions of the genuine gentleman have such scope and grant 
such remunerative emoluments. The salesman has every 
incentive to set his standard nigh, and to live up to it ac- 
cording to his lights and opportunities. 
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' UP TO THE MINUTE 
NEWS SIFTINGS 








In order to have the lay of their land well in hand 
should the time come for the construction of a new 
switch track, the Fremont Stove Company, Fremont, 
Ohio, are having surveys and plats made of their 
property around the big factory building. 

The Illinois Specialty Company, Bloomington, IIli- 
nois, has been incorporated with a capital stock of 
$75,000 to manufacture stoves, gas heaters, utensils 
and novelties. The incorporators are F. M. and A. 
L. Frankeberger, E. C. George, W. F. Kleinan, J. E. 


Johnson, F. Y. Hamilton and Homer Hall. 
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NEW YORK STOVE SALESMEN HOLD REGULAR 
MEETING, FRIDAY, SEPTEMBER 22. 





The regular meeting of the Stove Salesmen’s Asso- 
ciation of New York State took place on Friday even- 
ing, September 22, 1916, at the Hotel Wolcott, 4 West 
31st Street, New York City. The session was well 
proved very interesting to all those 


attended and 


present. 


—______~-9-— ——————— 


HORACE E. CAMPBELL INJURED IN 
AUTOMOBILE ACCIDENT. 





While driving his large automobile through the 
streets of Pottstown, Pennsylvania, on Tuesday, Sep- 
tember 19th, Horace E. Campbell of Royersford, pres- 
ident of the Reading Stove Company, collided with a 
motorcyclist at a dangerous intersection. The man 
on the motorcycle was tossed in the air and severely 
hurt, while the automobile’s dash into a brick house 
saved its occupants from serious injury. 





GAS HEATED RADIATOR PATENTED. 





Frank J. Pioch, San Francisco, California, has ob- 


























tained United States patent rights, under number 
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1,198,149 


1,198,149, for a gas heated radiator described here- 
with: In a gas heated radiator, a combustion cham- 
ber and a return chamber, a plurality of connected 
radiating tubes connected at their upper ends with the 
combustion chamber and at their lower ends with the 
return chamber, said tubes being spaced from the 
chambers at successively increased distances, a reheat- 
ing tube connected with the return chamber, and ad- 
justable means in the tubes for effecting an equal dis- 
tribution of the products of combustion in the tubes. 





DISTINCTIVE DEPARTURE MARKED IN GAS 
HEATER CONSTRUCTION. 


The accompanying illustration of the Ziegler Gas 
Heater reveals what is said to be a radical departure 
from the hard-beaten 
path of gas heater con- 
struction. In this ap- 
pliance, the gas and air 
are taken in at a point 
in common with other 
stoves, but there, the 
manufacturers _ state, 
all similarity ceases. 
The gas and air are 
passed up through a 
large pipe about two 
feet long, through the 
center of the stove to 
the burner directly un- 
derneath the top. Both 
the air and gas, it is 
said, are thoroughly 
heated and mixed dur- 
ing this passage and 
delivered at the burner 
in the best condition for combustion. The amount of 
air thus brought to the burner is, however, insufficient 
for complete combustion, so in order to prevent any 
of the gas from escaping unconsumed, more air is 
admitted through the narrow air tube in the center of 
the stove. When the heater is connected to the flue, 
the draft furnished by it is said to create a vacuum 
which causes the air to rush in at the bottom of the 
air tube. This air is heated during its passage and in 
this condition is passed over the burner located at the 
upper end of the tube, where it combines with the 
escaping, unconsumed gas. This feature, it is claimed, 
together with several others, gives the stove a large, 
powerful heat producing capacity at a minimum cost. 
Full details of construction can be secured from the 
Ziegler Stove Company, Wichita Falls, Texas. 





Cutaway View of Ziegler Gas 
Heater. 





WRITE FOR THIS CATALOG COVERING 
COMPLETE LINE OF CHAMPION 
STOVES AND RANGES. 


In the latest catalog, Number 9, with supplement, 
is shown the complete line to date of the Champior 
Stove Company, Cleveland, Ohio. This line inc!udes 
the well-known Interchangeable Coal and Gas Ranges, 
Gas Heaters, Double Flue Hot Blast Ranges anid Gas 
Hot Plates, and two recent additions, the Champion 
Gas Range and the Champion Combination ‘able 
Range and Kitchen Heater, both of which are illus- 
trated and described in the catalog supplement. The 
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Interchangeable Ranges, which were placed on the 
market about four years ago, are said to have imme- 
diately proven one of the most popular types ever in- 
troduced because of their convenience, efficiency, and 
durability. The Double Flue Hot Blast Ranges were 
presented to the trade about twenty years ago, and, 
it is stated, are continuing to gain in favor each year. 
The other appliances of the Champion line have also 
found extensive use, and the manufacturers state of 
the two new ranges that they are already taking espe- 
cially well with the trade. Both of them have the 
feature of two large ovens, 18 by 18 inches and 14 
inches high, built practically on the cooking level. 
Copies of the Catalog Number 9, giving full details 
of these and the others of the line, can be secured 
from the Champion Stove Company, Cleveland, Ohio. 


2 
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OIL BURNER IS PATENTED. 





has procured 
1,197,720, 


Robert L. Doran, Chicago, Illinois, 
United States patent rights, under number 








for an oil burner described in the following: The 
combination of a horizontally disposed burner in the 
form of a tubular loop, a depending manifold con- 
nected to opposite sides of said burner, a mixing cham- 
ber, a generator tube located below said burner be- 
tween the arms of said manifold and connected to said 
mixing chamber, a conduit connecting said mixing 
chamber with said manifold, an auxiliary burner sup- 
ported between the arms of said manifold below 
said generator, and a connection between said mani- 
fold and auxiliary burner. 





DAMPER CLIP THAT MAY BE APPLIED 
WITH OR WITHOUT RIVETS. 


Among the seasonable items of household, shelf and 


builders’ hardware may well be included the Ideal 





Ideal Damper Clip. 


Steel Damper Clip shown in the accompanying illus- 
tration. The chief advantages of this clip, according 
to the manufacturers, are that it can be applied with 
or without rivets ; it has a corrugation around the edge 
of the blade which makes it of exceptional durability ; 
and it is equipped with a patent locking device. In 
this device, the spring and button are said to be so 
locked to the rod that when the rod is removed from 


the blade, the spring and button will not come off. 
Both sides of the spindle are the same, thus, it is 
claimed, making no difference which way it is put into 
the blade, only one-quarter turn being required to 
securely lock it. The clip has an always-cool wood 
handle and is said to be held at any angle in the pipe 
by the pressure of the spring on the button. Further 
particulars of this and other seasonable items are con- 
tained in the four catalogs: Number 1375, Stove 
Trimmings ; Number 1474, Mop Sticks; Number 1590, 
Fireplace Material; and Number 1424, Waffle Irons, 
any of which will be sent upon request, by the Stover 
Manufacturing and Engine Company, 719 East Street, 
Freeport, Illinois. 
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P SECURES PATENT FOR STOVE. 
































William John Stafford, Quincy, Illinois, has se- 
cured United States patent rights, under number 
4 
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1,197,677, for a stove described herewith: In a con- 
vertible stove, an oven spaced downwardly from the 
top of said stove, a fire box in dampered communica- 
tion with the space above said oven, a flue extending 
beneath and along the ends of said oven, said flue 
communicating at its ends with the aforesaid space, 
a burner located in one angle of said flue, and a 
shield plate pivoted at one edge adjacent the bottom 
of the flue in close proximity to said burner said plate 
lying horizontally when said burner is in use but being 
adapted to swing over said burner when solid fuel is 
being consumed in the fire box, said plate then serving 
to close the flue and at the same time to prevent the 


accumulation of soot and the like on the burner. 
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LIFE ALWAYS PAYS IN FULL. 





You get in life exactly what you put into it. For 
every effort which you exert, you get a just return— 
good or bad. For the things you do, you will get paid 
and paid well if the things you do are worthy and well 
For the things which you shouldn’t do, little 
and 


done. 
traits of disloyalty, 
you'll pay and pay and pay. 
tice always balances in the end, 
And you will get just what you 
and are 


dishonesty carelessness— 
The great scale of Jus- 
and gives all men 
their just deserts. 
deserve. If you have come unto yourself 
working with a sincerity that pleases your better self, 
I congratulate you; if not, I pity you—but wish you 
well just the same and hope you soon will. For it is 
high time, O Friend, that you did and tried to repay 
those who have innocently suffered through the mis- 
takes which you yourself have made, by doing some 
fine and worthy thing—James W. Elliott. 
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THE WEEK'S HARDWARE 
RECORD 


Of Interest to Manufacturer, Jobber and Dealer 











AMERICAN ARTISAN AND HARDWARE 
RECORD is the only publication containing west- 
ern hardware and metal prices corrected weekly. 
You will find these on pages 46 to 51 inclusive. 

The Corbett and McCoy 
Guthrie Center, Iowa, has been incorporated by C. 
R. McCoy, P. E. Corbett and C. H. Beck, with a cap- 
ital stock of $150,000. 








Z 





Hardware Company, 


The Moore-Stratton Hardware and Manufacturing 
Company, Lebanon, Tennessee, has been incorporated 
for $20,000 to conduct a hardware and manufacturing 
business. The incorporators are F. C. Stratton, T. 
H. Moore, Mary B. Stratton, Mrs. T. H. Moore and 
J. Porter Wilson. 

The Watson Hardware Company, Ashland, Ken- 
tucky, has been incorporated with a capital of $150,- 
000 to conduct a wholesale business in shelf and build- 
ers’ hardware, mechanics’ tools, crockery and giass- 
ware, etc. The incorporators are N. B. Whitt, W. L. 
Watson, H. N. Fisher, J. L. Patterson and D. J. Taft. 





MANY RESERVATIONS ALREADY MADE ON 
HARDWARE SPECIAL TO ATLANTIC 
CITY CONVENTIONS. 


Following the announcement that a “Hardware 
Special” would be run from Chicago to Atlantic City 
as in previous years, for the Annual Conventions of 
the American Hardware Manufacturers’ and the Na- 
tional Hardware Associations which are to be held in 
that city October 17, 18,19 and 20, reservations have 
already been made in goodly numbers and all indica- 
tions point to a repetition of the happy, successful oc- 
casions of the years gone by. Up to date, 81 reserva- 
tions have been made out of Chicago, 12 out of To- 
ledo, 6 out of Cleveland, 1 out of Erie and 11 out of 
Albany, certainly a promising number at such an early 
date. 

The “Hardware Special” which leaves the La Salle 
Street Station, Chicago, on Sunday, October 15th, at 
11:00 A. M., via the New York Central Railroad, is 
to be an all steel train, an exact counterpart of the 
famous Twentieth Century Limited, consisting of a 
buffet-library car, standard Pullman sleepers, com- 
partment sleepers, compartment observation cars, two 
dining cars and baggage car. The Committee in 
Charge, composed of Thomas J. Usher, Chairman; E. 
R. Swift, R. B. Jones and F. E. Sorensen, have de- 
cided this year to make the trip on an all-expense plan, 
thereby eliminating expenditures en route. 

A cordial invitation is extended to all manufactur- 
ers, wholesalers, and their friends to enjoy the trip 
on the special, and with good fellowship and congen- 
iality constantly prevailing, everyone is assured a most 
pleasant and comfortable journey. The line of travel 





will be over the New York Central Railroad, Chicago 
to Albany; Hudson River Bay Line Steamer, Albany 
to New York; and Pennsylvania Railroad, New York 
to Atlantic City. F. E. Sorensen, City Passenger 
Agent, New York Central Railroad, 100 South Clark 
Street, Chicago, is in charge of the trip and full de- 
tails can be obtained from him. 


——EE——— 


MEMBERS AND LADIES OF HARDWARE 
ASSOCIATIONS TO WEAR USUAL BADGES 
AT JOINT CONVENTION. 


The following letter, addressed to the members of 
the American Hardware Manufacturers’ Association, 
has been received by AMERICAN ARTISAN AND 
HARDWARE ReEcorp from F. D. Mitchell, Secretary- 
Treasurer of the Association: 

To AMERICAN ARTISAN AND HARDWARE REcorD: 


At the joint convention of the National Hardware 
Association and our Association, to be held at the 
Marlborough-Blenheim Hotel, Atlantic City, October 
17-18-19-20, the usual identification badge, displaying 
the name of the wearer and the name and address of 
the Company represented, will be provided for the 
members of the two Associations and the ladies ac- 
companying them. 

We enclose return-addressed postal form, and would 
ask that members kindly use this in notifying us as 
soon as possible of the names of the delegates and 
the ladies for whom badges are to be printed. 

Yours very truly, 
F. D. MITCHELL, 
Secretary-Treasurer. 
New York, September 14, 1916. 


o> 
or 


PITTSBURGH RETAIL HARDWARE [DEALERS 
RESUME FALL AND WINTER 
ACTIVITIES. 





The Pittsburgh Retail Hardware Dealers’ \ssocia- 
tion resumed their fall and winter activities at che 
regular monthly meeting held at the Fort Pitt Hotel on 
Friday evening, September 22nd. R. E. Hartley, rep- 
resenting the Pennsylvania Mutual Liability Associa- 
tion, was present to answer questions relative to this 
branch of the dealers’ activities, and the Question !)0x 
which has become an important feature of their : 
ings, was in charge of Louis J. Heckler. 





Others beside yourself are affected by the merc)an- 
dise situation. The latest Sears, Roebuck & Company 
catalog reflects very marked advances in the jrices 
quoted to your customers. Likewise the priviicge of 
advancing prices at any time without notice ‘> Te 
served. Take heart and place re-sale figures on your 
own wares which will show you a satisfactory profit. 
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Well Established Trademarked Lines of Hardware 
Yield Best Profits in Long Run 


By Witi1am T. Gormey of the Bullard and Gormley Company, Chicago, Illinois. 








One of the most important decisions that the retail 
hardware dealer has to make when he starts in busi- 
a ness pertains to the ques- 
tion as to whether he shall 
feature well known trade- 
marked lines of hardware 
or make up his stock of 
brands of which neither he 
nor his prospective cus- 
tomers know little or noth- 
ing. 

At first glance, 
would seem to be only one 
answer to that question— 
“handle the well known trademarked lines.”” But as a 
matter of fact, the question is very often decided in 
the other way and the new store is stocked with “pri- 
vate” brands which may promise a larger gross profit 





there 


Wiiliam -T. Gormley. 


margin. Pty 

| take it that when a man concludes that he will 
open a retail hardware store he does so because he 
wants to make more than a mere living. He desires to 
have his personality and knowledge of hardware and 
his investment earn him a fair salary and a reasonable 
return in the shape of net profits—and he intends to 
build up a business through which these objects may 





be accomplished. 

If he is the right sort of man he will also realize 
that in order to do so he must render an efficient serv- 
ice to the people whose custom he seeks. 

In other words, he realizes that he must sell to his 
customers hardware on which he can afford to give 
his word that the particular article will give good sat- 
isfaction. 

This means that he must either have personal 
knowledge of the quality and serviceability of the ar- 
ticle in question, or that he must know from the expe; 
rience of others that the item or the line of which the 
item is a part is reliable. 

Now what is the problem in his case? 

In the case of the “private” brand he has no such 
assurance. He may have had experience in the store 
where he was employed with a “private” brand and 


this line may have given good satisfaction, but he can-. 


not be certain that it will continue to do so, because of 
the conditions under which the various articles bear- 
ing the “private” brand are being manufactured: In 
many instances they come from factories which make 
a specialty of this sort of manufacture. It is a ques- 
tion of turning them out as quickly and as good look- 
ing as possible. If quality can be put in them, too, all 
well and good, but if it is a case of cutting the quality 
in order to meet a price the quality is cut. 

Some of the items are made this year in one factory 
and next year in some other—possibly according to 


the same specifications, but while the specifications 
may be identical there are bound to be a difference in 
the product and usually the difference is not one that 
adds to the quality or desirability. 

In other words, the “private” brand means little or 
nothing to the retail hardware dealer. All it can pos- 
sibly mean is that he may look to the distributor of 
that “private” brand to “make good’? when something 
goes wrong with an article bearing that “private” 
brand. 

sut what is the effect on the customer of the retail 
hardware dealer in such a case? 

The dealer has sold the “private” brand item with 
his recommendation as to quality and serviceability. 
and the customer, of course, looks to him to “make 
good.” If he is a good merchant he does “make 
good,” but the sting is there and his “word” no longer 
has the same face value with this customer. 

The retail hardware dealer, on the other hand, who 
features a well established trademarked brand of a 
manufacturer has the national reputation of that brand 
to fall back on in case of an unsatisfactory purchase. 
It is not a case of poor judgment on his part. He did 
use good judgment in buying the well known line and 
the fact that an article bearing that trademark of the 
manufacturer turned out wrong does not in any way 
affect his standing with the customer. 

even if he may have to pay a little higher price for 
the article bearing an established trademark than for 
one that is marked with a “private” brand, in the long 
run he will make more money and build up a more 
substantial business by featuring lines of manufactur 
ers who by their established policy of advertising have 
made the public familiar with their products. 

He builds on a solid foundation in that case, while 
if he follows the other way he will build on a founda- 
tion which in fact is no foundation at all but simply 
a structure of slipping quicksand—and the result can 
be nothing but destruction of his business and loss of 
the legitimate results of his individual hard work and 


7 


investment. 


ame, 


Chicago, September 19, 19106. 
Are you satisfied to just work along or do you want 
Have you the ambition to advance? If 

You had bet- 
Do not be con- 
Make your mind 


Keep your mind 


to go higher ? 
so, stick to your efforts to go forward. 
ter die climbing than to stay in a rut. 
tent to be simply an average clerk. 

up to be away above the average. 

alert; think out your business problems. 
to be a few steps in advance of the other fellow. 


Always try 
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EXHIBITS IN AMERICAN ARTISAN 
WINDOW DISPLAY CONTEST 








WINDOW DISPLAY OF MECHANICS’ TOOLS 
BRINGS GOOD RESULTS. 


An interesting window display of Mechanics’ Tools 
that brought good results is shown in the accompany- 
ing illustration. It was arranged by James E. Gal- 
lagher for the Wimberly and Thomas Hardware Com- 
pany, 2011 First Avenue, Birmingham, Alabama, and 


rested a large cross-cut saw and in front of the other 
two panels, shelves were set up, exhibiting various 
vises, drill presses and grindstones. 

The idea borne in mind in preparing this window 
display was to separate the different lines and ar- 
range the tools according to size so that the mechanic 
could easily determine which was best suited for his 


purpose. Accordingly, the display stand at the left» 











Bs 


I 


Window Display of Mechanics’ Tools Awarded Honorable Mention 
Arranged by James E. Gallagher for the Wimberly and Thomas Hardware Company, 


Window Display Competition. 





in AMERICAN ARTISAN AND HARDWARE RECORD 


Birmingham, Alabama. 


received Honorable Mention in AMERICAN ARTISAN 
AND HARDWARE Record Window Display Competi- 
tion. 

The centerpiece of the window display consisted of 
a work bench placed against the background, on which 
were shown three mitre boxes with saws, supple- 
mented by advertising cards. On the background, 
three panels were formed with stained and waxed 
moulding, inside of which were displayed respectively, 
arrangements of braces and bits; inside, outside and 
micrometer calipers, levels, rules, punches and bevels; 
try squares, hand vises, small magnets, bevels and 
screw drivers. Against each side of the center panel 


was trimmed with various sizes and_ styles of 
wrenches; behind this stood a wagon rim displaying 
Disston saws; and in the center, a frame slowed 
various types of Yankee ratchet screw driver: and 
drills. In front of this was a display stand with 
pliers and nippers and in the rear was another wagon 
rim with saws. To the right a case of chisels rested 
against a display board on which were shown various 
styles and sizes of planes, and behind this 2 third 
display of saws. 

Other items displayed were the hammers and 
hatchets on the left wall; the two large, mounted 
grindstones symmetrically placed in the window; the 
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tripod and level standing in the center of the floor 
and the large cans of paint with brushes in the fore- 
ground. The Company states that the idea of placing 
cans of house and wagon paint in the window proved 
very fruitful and resulted in actual sales. 

The comprehensive window display of tools and 
paints was properly developed by the use of large 
poster cards on the bench and on the floor of the win- 
dow and this, combined with the neat and convenient 
arrangement, made it a real sales producer. 


—— 


DUCK HUNTING SCENE MAKES ATTRACTIVE 
WINDOW DISPLAY. 








A novel subject for a window display—a reproduc- 
tion of a duck hunting scene in a marsh—is utilized 


in the window display shown in the accompanying 
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In the preparation of the window display, the floor 
of the window was filled with green sod, in the cen- 
ter of which was arranged a space about four by eight 
feet to hold a stream of circulating water. The back- 
ground was realistically arranged, consisting of a 
painting of sky, clouds and moon on the large canvas 
backing, in front of which were placed several large 
branches to represent trees, and tall stalks and reeds 
such as are found in marshy regions. 

3y means of the current of water, several decoy 
ducks were represented as swimming in the water, 
and added interest was imparted by the presence of 
two live mallard ducks who seemed quite at home 
amid their surroundings. Two wooden cartridge 
cases at the sides of the. window served to display 
small cartons of shells and cartridges and several 


Reproduction of Duck Hunting Scene Awarded Honorable Mention in AMERICAN ARTISAN AND HARDWARE RECORD 
Window Display Competition. Arranged for Jornt Brothers, Kenosha, Wisconsin. 


illustration, which was awarded Honorable Mention 
in AMERICAN ARTISAN AND HarpwareE Recorp Win- 
dow Display Competition. It was arranged for Jornt 
Brothers, 117 Milwaukee Avenue, Kenosha, Wiscon- 
sin, 

Being of the “suggestive” type of window display, 
the one illustrated herewith showed just a few of the 
items whose sale it was designed to bring about— 
primarily it confined itself to a praiseworthy repro- 
duction of a duck hunting scene in a marsh with the 
idea of awakening in the hunter’s mind the thoughts 
of his contemplated hunting trip and incidentally in- 


‘dicating to him where the necessary supplies and 


equipment could be obtained. 


shotguns ; these, together with the large framed card 
at the left, comprised all the advertising matter used 
in the window display. 

Despite its simplicity of arrangement, this window 
display no doubt proved a genuine attraction, be- 
cause all of us possess that germ of curiosity that 
simply compels us to gaze with interest at anything 
that pictures natural scenes or conditions. This win- 
dow display at night, with the moon at the top illumi- 
nated by an electric light placed immediately back of 
it and with all the other lights in the window extin- 
guished, is said to have been particularly attractive 
because the mellow glow of the “moon” set off the 
scene to very good advantage. 
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DO YOURSELF JUSTICE IN ENTERING NEW 
WINDOW DISPLAY COMPETITION. 


The many progressive retail hardware dealers who 
have decided to participate in the Window Display 
Competition recently announced by AMERICAN 
ARTISAN AND HARDWARE Recorp will do well to read 
closely the conditions of the competition so that they 
will be doing themselves justice when sending 
in photographs and descriptions of their window dis- 
plays. In the details of the award of prizes and the 
conditions of the competition cited at the close of this 
article, it will be noted that the prizes will be given 
for the best photographs with descriptions of window 
displays of hardware and kindred lines. This means 
specifically that the description of your window dis- 
play is of vital importance and that too much time 
cannot be given in preparing a complete description 
that will deal with the conditions and. timeliness of 
the window display, its construction and arrangement, 
its features, and its results as a sales producer. There 
are numerous points embodied even in a simple win- 
dow display that the judges, or anybody else for that 
matter, cannot acquire a full appreciation of, by look- 
ing at the photograph, and every retail hardware dealer 
or salesman.should in justice to himself send in com- 
plete descriptions of his window displays together with 
the photographs. 

The Window Display Competition closes on Decem- 
ber 15, 1916, and the same conditions as in previous 
years will govern the award of prizes. One hundred 
dollars in cash prizes and Honorable Mentions will be 
given to dealers or salesmen preparing the most ex- 
cellent window displays of any items coming under 
the head of “hardware,” such as general hardware, 
builders’ hardware, sporting goods, hunting and fish- 
ing supplies, tools of all sorts, cutlery, house furnish- 
ings, kitchen utensils, paints, toys, stoves, ranges, 
warm air heaters and kindred articles. 

Details of the award of prizes and conditions of the 
competition follow herewith: 

Award of Prizes. 

The prizes will be awarded as follows: 

First prize, $50.00 in cash, for the best photo- 
graph and description received of window display of 
hardware and kindred lines. 

Second prize, $25.00 in cash, for the photograph and 
description second in excellence. 

Third prize, $15.00 in cash, for the photograph and 
description third in excellence. 

Fourth prize, $10.00 in cash, for the photograph and 
description fourth in excellence. 

Conditions of Competition. 
The conditions of the competition are as follows: 


The photographs must be accompanied by descrip- 
tions of how the window displays were arranged and 
the materials used. These photographs and descrip- 
tions may be sent by mail or express, charges prepaid, 
and must reach this office not later than December 
15, 1916. Address all photographs and descriptions 
to AMERICAN ARTISAN AND HARDWARE REcorD Win- 
dow Display Competition, 910 South Michigan Ave- 
nue, Chicago, Illinois. 


Fach photograph and description must be signed by 
a fictitious name or device and the same name or 
device must be put upon a sealed envelope containing 
the real name and address of the contestant. This 
sealed envelope is to be enclosed with the photograph. 
Contestants are permitted to enter as many phot.- 
graphs of displays as they please. 

A Competition Committee of three will be ap- 
pointed ; one of them will be an expert window dresser 
and one an experienced hardware man. This Com- 
mittee will pass upon the merits of all photographs 
and descriptions received, without knowing the names 
or addresses of the senders, and will decide the win- 
ners of the Competition. 

AMERICAN ARTISAN AND Harpware REcorp re- 
serves the right to publish all photographs and de- 
scriptions submitted. 





REMARKABLE SCORES MADE IN MID- 
SUMMER TRAPSHOOTING TOURNAMENT. 


To those who participated in or attended the Sec- 
ond Annual Midsummer Handicap Trapshooting 
Tournament recently held at Maplewood, New Hamp- 
shire, in the White Mountains, the event stands out 
pre-eminently in their minds as one occasion where 
the trapshooter and his friends were the all-important 
guests of honor and where they derived keen pleasure 
throughout their entire stay. The handicap meet was 
conducted under the auspices of the Maplewood 
Country Club and is said to have proven so success- 
ful and an attraction so carefully planned with a 
view of making it appeal to shooters of all classes 
that it at once took its place among the great trap- 
shooting classics. The event brought out scores said 
to be nothing short of wonderful, and at least one 
world’s record was broken, in some of the most re- 
markable work before the traps ever recorded. The 
new world’s record, a score of 497 out of 500, was 
turned in by five men, all of whom used a Dupont 
powder. In fact, the manufacturers claim that the 
Maplewood shoot clearly demonstrated the merits of 
Dupont powder, as practically all the important wins 
were made with powder of that manufacture. [ur- 
ther interesting information about trapshooting and 
gunpowders for that purpose can be obtained from E. 
I. du Pont de Nemours and Company, Department 
12, Wilmington, Delaware. 


——___—_~-9@-> ——es 


SECURES TRADEMARKS FOR LAWN MOWERS. 





John Braun and Sons, Philadelphia, Pennsy]vania, 
have securetl copyrights on the trademarks shown in 


ccompanying 

EERIE Ye ahevcctions, once 
‘id u == illustrations, under 
ve numbers g7,i9% and 

lawn 


97,199. The particular description of goods : 

mowers. Number 97,198 was filed July 29, 1010, and 

“ y the Company claims 

Dh | S } use since tle latter 

97,199 . part of the year 1905- 

Number 97,199 was filed July 29, 1916, and the Com- 
pany claims use since the early fall of 1915. 
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MONTHLY STORE PAPER DOES EFFECTIVE 
ADVERTISING FOR HARDWARE 
RETAILER. 





Once a month, John F. Heine and Son, hardware 
retailers at Hooper, Nebraska, issue an interesting 
little store paper of four pages, entitled “Heine’s 
Hardware Booster,” which is distributed to the peo- 
ple of the town and the surrounding country. The 
publication of such a paper is a relatively new venture 
with the owners, but the real, tangible results it pro- 
duces are leaving no doubts in their minds as to the 
advisability of such a move. 

In the issues of this paper are contained several in- 
teresting sales talks on various hardware articles, a 
few newspaper style advertisements, and a number 
of small items of general interest to the people of 
the community. By including articles of a general 
character and by taking cognizance of the doings of 
the townspeople, the publishers provide an incentive 
for the readers to scrutinize the pages closely, with 
the result that the “Booster” no doubt serves as a 
most effective advertising medium. 

A worthy progressiveness and ability to grasp op- 
portunities is evidenced in the September issue, which 
mentions among other events, the Stock Show, 
September 19th to 22nd, and extends a cordial invi- 
tation to all to make the store their headquarters; 
there will be room for everybody and music will be 
provided during the week. It is this inherent instinct 
to be of service to the people and to make the most 
of every opportunity that spells success. 


WRITE FOR THIS BOOKLET WHICH SHOWS 
WHY A SAW CUTS. 








It is to be questioned whether the average car- 
penter, layman or dealer in saws know precisely why 
a saw cuts or why a board cannot be cut or divided 
by a blade with a knife-edge when used in the same 
manner as a saw, and yet saws find a very extensive 
use about the home and in various trades. ‘‘Why a 
Saw Cuts” may seem to be an exceedingly simple 
question but there is really much more to it than ap- 
pears at first thought. For example, a knife edge will 
sever thin stock, but when it comes to a board of ordi- 
nary thickness, the edge will merely “score’’ to a cer- 
tain depth and on further pressure will become 
wedged in because the thicker portion of the beveled 
edge, on coming in contact with the sides of the scor- 
ing, prevents the blade from entering further. Hence 
there must be a displacement of wood to permit fur- 
ther cutting, and how this is accomplished by the con- 
struction of the saw is one of the many interesting 
points dealt with in a 12-page booklet recently pub- 
lished by’ Henry Disston and Sons, Philadelphia, 
manufacturers of saws, files and other tools. This 

*booklet, “Why a Saw Cuts” also shows, by means 
of a clear text and a liberal use of diagrams and illus- 
trations, why saws of different construction are used 
for ripping and cross-cutting lumber and how the rip 
and cross-cut saws perform their duties. Copies of 
this highly-instructive booklet will be sent upon re- 
quest, by Henry Disston and Sons, Incorporated, 
Philadelphia. 
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SECURES PATENT FOR LOCK. 


Herbert J. Percy, Columbus, Ohio, assignor to 
Franklin O. Schoedinger, Columbus, Ohio, has ob- 
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tained United States patent rights, under number 
1,197,149, for a lock described herewith: A lock for 
a box formed of a body and a removable top, one of 
which is provided with a key hole, comprising a hasp 
extending over that face of the box in which the key 
hole is located and pivotally jointed in that portion 
which lies intermediate opposite edges of the face in 
which the key hole is located, said hasp being arranged 
to be placed in locking position adjacent the key hole, 
and means for locking said hasp in such position. 


a ee 


DOUBLE STOCK WATERER WITH VALVE ON 
INSIDE OF TANK OR BARREL. 





What is said to be one of the first successful auto- 
matic stock waterers on the market is the Dewey 
Double Stock 

Waterer, shown 

in the accom- 

panying illustra- 

tion. The manu- 

facturers claim 

for this device 


that it never gets 
out ot order and 
any 
until it 





never needs 


Dewey Double Stock Waterer. 


repairs 
has given many years’ service. This waterer, which 
can be used for hogs, calves, sheep and poultry, has 
its valve on the inside of the tank or barrel, in the 
water and governed by a float which, it is 
stated, cannot rust, leak, freeze or allow mud to col- 
lect under it. The illustration at the top to the left 
shows a cross-sectional view of the Dewey Valve and 


brass 


I‘loat Chamber which are said to possess these valu- 
able features. The fountain is braced by two nipples, 
one above the other, and, according to the manufac- 
turers, the waterer is efficiently constructed without 
an equipoise valve, a float or valve in the drinking 
cup, or a rubber hose. Catalog giving further details 
of the Dewey Double Stock Waterer and other hard- 
ware specialties can be obtained from the Rock Island 
Manufacturing Company, Rock Island, Illinois. 
SES Cee 

One of our contemporaries very wisely suggests 
that now is the time to collect the money any of the 
candidates may be owing to you. 
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Popular Automobile Accessories Offer 
Great Opportunity to Hardware Dealers 








AUTOMOBILE ACCESSORY JOBBERS TO 
HOLD AUTUMN MEETING IN 
ST. LOUIS, OCTOBER 
4, 5 AND 6. 





The Second Autumn Meeting of the National Asso- 
ciation of Automobile Accessory Jobbers will be held 
at the Planters’ Hotel, St. Louis, Missouri, on Wednes- 
day, Thursday and Friday, October 4th, 5th and 6th, 
1916. William W. Webster, Commissioner of the As- 
sociation, in announcing the dates of the meeting, has 
sent out a handsomely-printed circular containing gen- 
eral information for the benefit of the members and 
ladies that are planning to attend. 

The St. Louis members are making special arrange- 
ments for the comfort, convenience and entertainment 
of the visiting guests, and among other features they 
have arranged a shopping tour through the retail dis- 
trict of the city, and an automobile ride to the famous 
Shaw’s Gardens for the visiting ladies. All the dele- 
gates with their wives, daughters and friends will 
be afforded an opportunity of viewing the Veiled 
Prophets’ Parade on Tuesday evening, the 3rd, and 
through the hospitality of several St. Louis manufac- 
turers, they will be given an automobile ride through 
the city and county on Thursday to the Sunset Inn, 
where dinner will be served and appropriate amuse- 
ment provided. 

For those with golfing inclinations, the Committee on 
Golf have arranged a special tournament to be held 
on Saturday, October 7th, at the Glen Echo Club. 

The outlined for the Convention is as 


follows: 


program 


Monday, October Second, 10:00 A. M. 
Meeting of the Board of Directors 
Luncheon. 
Monday, October Second, 2:15 P. M. 
Meeting of Committee on:— 
Ways and Means. 
Assisting the Trade. 
Monday, October Second, 8:00 P. M. 
Theatre Party. 
Tuesday, October Third, 10:00 A. M. 
Meeting of Committee on:— 
Ways and Means. 
Membership. 
Standardization. 
Railroad Classification. 
Federal Trade Commission. 
Luncheon. 
Tuesday, October Third, 2:15 P. M. 
Recess Committee Meetings. 
Tuesday, October Third. 
Veiled Prophets Parade in Evening. 
Wednesday, October Fourth, 10:00 A. M. 
General Meeting. 
Open Meeting. 
Call to Order. 
Roll Call. 
Appointment of Convention Committees :— 
Credentials. 
Resolutions. 
Press. 
Commissioner’s report of Standing Committees. 
Luncheon—12:15: 
On invitation of the Business Men’s League. 


Wednesday, October Fourth, 2:15 P. M. 
Open Meeting. 
Regular Order. 
Address by Mr. Charles Nagel, ex-Secretary of the Interior. 
Subject: Business Cooperation. 
Address by Mr. H. G. Wilson, Traffic Commissioner, Toledo 
Commerce Club. Subject: Traffic and Transportation. 


Unfinished Business. 
Wednesday, October Fourth, Evening. 


Meeting of the Manufacturers’ Club. 
Thursday, October Fifth, 10:00 A. M. 

Open Meeting. 

Regular Order. 

Unfinished Business. 

Thursday, October Fifth, for the Ladies, 10:30 A. M. 

Auto Ride to the Famous Shaw’s Botanical Gardens. 

Luncheon. 
Thursday, October Fifth, 2:15 P. M. 

Open Meeting. 

Regular Order. 

Unfinished Business. 

Thursday, October Fifth, 4:00 P. M. 

Auto Ride Through the City and County to Sunset [nn 

Country Club, in time to see the sun set. 
Thursday, October Fifth, 6:30 P. M. 

Dinner and Entertainment at Sunset Inn, as guests of 
Curtis Pneumatic. Machinery Company. 
McQuay-Norris Mfg. Company. 

Sure Enough Mfg. Company. 
Friday, October Sixth, 10:00 A. M. 

Open Meeting. 

Regular Order. 

General Discussion. 

For the Ladies, 10:00 A. M. 

Shopping Tour in Retail District. 

Saturday, October Seventh, 10:00 A. M. 

Golf Tournament at Glen Echo Club. 

Present indications point to a banner attendance at 
the meeting and it is expected that this will be not only 
one of the best attended, but one of the most successful 


and fruitful meetings in the history of the Association. 


~~ woo 


DISPLAY CABINET SIMPLIFIES SALE OF 
SPARK PLUGS. 





A display cabinet for spark plugs, such as that of 
the Red Head Spark Plugs shown in the illustration 
herewith, is said to simplify the 
sale and systematize the stock of 
these items because it eliminates 
waste effort and prevents profit 
from being tied up in the ac- 
cumulation of unsalable styles. 
The great convenience of this 
# cabinet is that from it motorists 
f can select their plugs as easily 
as they choose a collar from a 
collar cabinet. Besides this, it 
is said that the salesman who is 
not thoroughly posted on sparke 
plug sizes and styles can easily 
find and sell them from the as- 
sortment of the popular sizes and models sliown on 
the display board, and from the index on the front 
of the cabinet which gives the size and mode! of plug 
required for all the leading cars and engines. This 
cabinet is leased to dealers with an assortment of 50 





Red Head Spark Plug 
Display Cabinet. 
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or 100 Red Head Spark Plugs, with which are also 
sent various advertising and display matter. Further 
information can be secured from the Emil Grossman 
Manufacturing Company, Bush Terminal, Brooklyn, 
New York, or 1253 Michigan Avenue, Chicago, 
Illinois. 





NATIONAL ADVERTISING COUPLED WITH 
GREAT DEMAND HAS MADE AUTO 
ACCESSORIES BIG BUSINESS. 


Automobile accessories have been a highly lucrative 
line primarily from the standpoint of the manufac- 
turer and applying in marked degree also to the dealer. 
Following close alongside the progress of the auto- 
mobile business, a wide range of high-grade acces- 
sories have been put on the market. Two causes have 
contributed to the phenomenal success of the acces- 
sories side of the business. Good quality has been 
turned out by the manufacturers as a rule, and, sec- 
ondly, the accessories have been extensively advertised. 

The vast number of automobiles sold has auto- 
matically created the demand for accessories. The na- 
tional advertising campaigns of the accessories manu- 
facturers have made known the products for which the 
demand has already been created. In other words, the 
manufacturers have not had to pioneer the work of 
creating a demand. The sale of accessories was al- 
ready awaiting the manufacturer who would make 
his products known. 





UNIVERSAL JOINT FOR GENERAL MOTOR 
CAR USE. 


The design and development of the Evans Universal 
Joint is said to be the result of a demand for a supe- 
rior joint for 
general motor 
car use. This 
appliance is de- 
scribed as being 
very compact, 
durable and 
powerful, fully 
self - contained, 

and very simple 
View of Evans fonuea” Joint Without with a small 
number of parts and smooth-working qualities. Drop 
forgings of fine analysis, tough, hard steel are used 








Complete Set—Two Evans Universal Joints and Shaft. 


in its construction, and the working parts consist of 
two hardened trunnion blocks of large area running 
in spherical slots, these blocks acting also as bushings 
for the right angle hinge motion. The large arc of 
the blocks is stated to insure exact centering of the 
joints; the housing is claimed to be dust proof and 
at the same time to act as an oil tight casing to hold 
the grease around the working parts. Four sizes of 
the Evans Universal Joint are made to fit all condi- 


tions of work from the small runabout to heavy en- 
gine service. The illustrations herewith show re- 
spectively a view of the joint without the housing, 
and a complete set consisting of two joints and a shaft 
made of seamless steel tubing. Circular giving further 
information can be obtained from the Merchant and 
Evans Company, Philadelphia. 
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FIVE POINT SPARK PLUG DESIGNED TO 
PREVENT IGNITION TROUBLES. 

To make ignition certain—in fact to prevent all 
ignition troubles—is said to be the achievement of the 
Bethlehem ive 
Point Spark Plug. 
As its name_ indi- 
,cates, this device 
has five electrodes 
which, the manu- 
facturers state, give 
the equivalent of 
four spark plugs in 
each cylinder and 
provide at least one 
dependable sparking 
point in time of 
need. This is 
claimed to be made 
possible by the un- 
usual length of the 








Display Case of Bethlehem Five electrodes which 


Point Spark Plugs. are described as ex- 
tending below the plug chamber and into the cylinder, 
so that the sparking points get the benefit of the 
powerful cleaning action of the piston, which is said 
to dislodge all accumulations of soot and prevent the 
settling of oil on the points. The illustration here- 
with shows a display case of the Bethlehem Five 
Point Spark Plugs for exhibiting types adapted to 
different automobiles and motorcycles. Further infor- 
mation can be obtained from the Silvex Company, 171 
Madison Avenue, New York City. 

pbbiabiciniias 


MOTOR WRENCH OF SPECIAL DESIGN. 


In the illustration herewith is shown the Bemis 
and Call Model Number 80 Motor Wrench, made for 
use on automobiles, motorcycles, motor boats, gaso- 
lene engines and wherever a thin, strong, adjustable 
wrench is required. As may be noted, the head of 





Bemis and Call Model Number 80 Motor Wrench. 


this wrench is set on an angle of 22 degrees, and is 
provided with a straight handle. The jaws are made 
thin enough for check nuts and close contracted 
spaces, and are adapted for hexagon as well as square 
nuts. According to the manufacturers, the special 
design embodied in this motor wrench gives it rigid 
strength where other types of offset head adjustable 
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wrenches are weak and liable to break under strain. 
Like the others of the extensive line of Bemis and 
Call wrenches, this model is said to be made of the 
best materials and carefully tempered, with the handle 
and head highly polished. Sizes of 4, 6, 8, 10 and 12 
varying in weight from 2'%' to 29 
pounds per dozen. Circulars and catalogs giving fur- 
ther information can be obtained from the Bemis and 
Call Hardware and Tool Company, Springfield, Mas- 
sachusetts. 


inches are made, 
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GOVERNMENT PLACES ORDER FOR CORBIN- 
BROWN SPEEDOMETERS. 


manufacturers of the Corbin- 
no more striking or conclusive 
evidence of the 
merits and supe- 
riority of this in- 
strument could be 
presented than the 
fact that in the 
placing of a recent 
order for 63 
motorcycles, the 
United States 
Government _ spe- 
cifically stated that 
all the machines 
Popular Model of Certin-Orewn Speed- must be equipped 

ometer for Automobiles. with this speed- 
ometer or its equal. The order for these speedometers 
was placed with the manufacturers, the Corbin Screw 
is as em- 


According to the 


grown Speedometer, 





Corporation, which action, they contend, 
phatic an endorsement of their product as could be 
wished ; furthermore, they state, if the Corbin-Brown 
Speedometer is deemed efficient enough to handle the 
work of the War Department, it surely is efficient 
enough to warrant its use on any type of automo- 
bile or motorcycle. This instrument, one model of 
which is shown in the accompanying illustration, is 
built on the centrifugal principle of physics, which, it 
is claimed, means that it is accurate at all times, be- 
cause science has proven that a mechanism built on 
the centrifugal principle is not affected by changes in 
temperature or by electrical influence. It has com- 
pound governors that make it particularly sensitive, 
and records speed and mileage whether the car is 
moving forward or backward. Catalog giving further 
information will be sent upon request, by the Corbin 
Screw Corporation, New Britain, Connecticut. 





NEW. CATALOG OF SHOVELS, SPADES, 
SCOOPS AND HARDWARE SPECIALTIES. 





The American Manufacturing Company, Chatta- 
nooga, Tennessee, have just issued a new catalog and 


price list of their line of shovels, spades, scoops, and 
hardware specialties including saddlery hardware and 
wagon, stove, furniture and special hardware. The 
catalog contains 60 pages about 614 by 10 inches in 
size and lists a number of lines added during the past 
two years since the previous catalog was issued. Copies 
can be obtained by addressing the American Manu- 
‘acturing Company, Chattanooga, Tennessee. 





RECORD September 23, 1916. 


WRITE FOR THESE HELPS FOR FIREARM 
SALES. 


In order to make his store the headquarters for the 
coming fall trade of firearms, the dealer must natu- 
rally stock up well on these items and in addition he 
must present their advantages to the community in a 
forcible manner. The manufacturers of Iver John- 
son’s firearms, fully realizing that intensive advertis- 
ing will spell greater sales, announce that they are 
prepared to offer to the dealer many “first aids” for 
sales of these firearms. Among these helps are 
enumerated window cards, lithographed signs, show 
case mats, blue prints, electrical display signs, elec- 
trotypes, and circulars and booklets of all kinds. 
There is no doubt that these will prove of real as- 
sistance to the dealer in interesting new customers 
and in closing sales of the various types of shotguns 
and revolvers. Further particulars regarding the helps 
and the Iver Johnson’s Firearms can be secured from 
Iver Johnson’s Arms and Cycle Works, 402 River 
Street, Fitchburg, Massachusetts. 





NICKEL-STEEL WARE DOUBLE COATED 
WITH HARD VITREOUS COVERING. 


The double coating of hard vitreous covering on 
the Agate Nickel- Steel Ware presents a smooth, highly 
polished and 
beautifully 
A)tled gray surface 
_ that is very hand- 
some in appear- 
ance and is as 
easily cleaned as 
china. This 
enamel, it is 
claimed, will not 
wear off, crack 
or dissolve and hence is pure and safe to use, as cer- 
tified by eminent chemists. The illustration herewith 
shows a stewing or preserving lipped kettle of the 
Agate Nickel-Steel line, the distinctive feature of 
which is asserted to lie in the circumstance that the 
enamel is so hard that the fusing point is not reached 
until the nickel-steel base is at the melting point, 
thereby combining with the vitreous composition and 
forming a clinch or union which no subsequeiit heating 
can destroy and which effectively resists the action of 
acids. The purity of the materials used in their con- 
struction, the excellent workmanship and the multi- 
plicity of designs and shapes of the many articles of 
the Agate Nickel-Steel line, are said to enable them 
to give entire satisfaction in every instance. Catalog 
describing the line, together with price list, can be 
obtained from the Lalance and Grosjean Manuiactur- 
ing Company, 1900 South Clark Street, Chicago. 


~ 
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Agate Nickel-Steel Stewing or 
Preserving Lipped Kettle. 





A nation is made great, not by its fruitful acres, but 
by the men who cultivate them; not by its great for- 
ests, but by the men who use them; not by its mines, 
but by the men who work them; not by its railways, 
but by the men who build and run them. America 

Amer- 


was a great land when Columbus discovered it; 
icans have made of it a great nation—Lyman Abbott. 





16, 








September 23, 1916. AMERICAN ARTISAN AND HARDWARE RECORD 29 


TWENTY YEARS SEES REMARKABLE GAIN 
IN HARDWARE STORE SALES. 


A little more than twenty years ago—in May, 1896, 
to be exact—a man by the name of Hamp Williams 
commenced the retail hardware business in the town 
of Hot Springs, Arkansas. He had an ordinary store 
and the ordinary stock of hardware and ing addition 
something which perhaps was not at the outset so 
tangible—a proper conception of the fundamentals of 
the retail business and the ability to advantageously 
utilize them in the management of his business. No 
doubt he met with many setbacks and reverses—there 
were times when things didn’t go just right—his place 
of business, happening to stand in the pathway 
of destructive fires, was twice burned out—but he 
persevered and remained steadfast in his conviction 
to give the customer quality and service at the mini- 
mum cost. The little goddess who directs the wheels 
of Fate usually brings matters around to their proper 
course in due time, and as an evidence of how this 
man fared during those years up to the present time, 
we need but gaze at the advertisement he recently 
inserted in his home town paper, the Hot Springs 
Sentinel Record. 


“BLUE FRIDAY” - SEPTEMBER 8th, 1916 


RAZOR SHARPENING OPENS OPPORTUNITY 
FOR PROFITABLE BUSINESS. 


What is claimed to be the only successful invention 
of its kind in existence, an automatic machine that 
hones and strops any razor—old style or safety—is 
found in the Hatfield Razor Blade Sharpening Ma- 
chine. The various sizes of this machine are capable 
of sharpening from 4 to 24 safety blades at a time, 
and their excellent merchanical construction is said to 
provide a lateral motion of the rapidly-turning rollers 
that puts a true, keen edge on every blade. By the 
use of such a machine, it is stated, the enormous num- 
ber of blades that are used a few times and then 
thrown away, can instead be sharpened and resharp- 
ened indefinitely and thus a material saving effected, 
at the same time giving the dealer the opportunity of 
realizing substantial profits on his investment. 

In addition to sharpening all makes of safety 
razors, the Hatfield Sharpening Machine can, by 
means of grinders attached to the table, sharpen jack 
razors, barbers’ clippers, scissors, shears, knives and 
other small edged tools. A typical feature is the in 
and out adjustment by means of which it is said that 
the bevel put on by any safety razor manufacturer 








HAMP WILLIAMS HARDWARE COMPANY 


Sold more goods on this one day than they did the five combined months of 


May, June, July, August and September, 1896, this our first year in business. 
’ “THERE IS A REASON” . 


HAMP WILLIAMS HARDWARE CO. 







Four Inch, Full Page Width, Newspaper Advertisement ‘of ¢ardware Retailers. 


This announcement, occupying the entire width of 
the page, four inches deep, at the top of the sheet, 
conveyed to the inhabitants of the town and its 
environs the information that the Hamp Williams 
Hardware Company on Friday, September 8th, 1916, 
sold more goods in that one day than they did during 
the five combined months, May, June, July, August 
and September, 1896, their first year in business. The 
question naturally arises, “How was this remarkable 
increase in sales accomplished?” and it is tersely an- 
swered in the announcement by the assertion, “There 
is a reason.”” What this reason is, anyone can easily 
comprehend: The acquisition of the confidence and 
good will of the people could not have been consum- 
mated except by giving them fair values and satisfac- 
tory service on every occasion and by continually 
striving to please them in every particular. Behind all 
of this is the careful, judicious buying of stock, the 
adequate training of the salespeople, and the proper 
methods of handling the money matters of the organ- 
ization. Without all of these, the business could 
never have been developed to this degree, and any 
dealer will find in them the essentials for a steady 
growth of sales and a lasting success in his endeavor. 


@e 


Replies are not always answers. 





can be perfectly sharpened. [Further particulars re- 
garding construction, together with price list, can be 
obtained from the Iyfield Manufacturing Company, 
48 Franklin Street, New York City. 





PATENTS BREAD MIXER. 

Lewis A. Carpenter and Richard Middleton, Revere, 
Massachusetts, have obtained United States patent 
rights, under numbers 1,196,- 
931 and 1,196,932, for a 
bread mixer described here- 
with: 

Number 1,196,931: In an 
apparatus of the character 
described, in combination, a 
vessel open at its top and pro- 
vided with a plurality of ears 
extending above the rim of the vessel and having slots 
provided with substantially vertical and horizontal por- 
tions, a supporting frame having a disk provided with 
a depression or recess and with a slot in the circum- 
ferential wall of said recess, arms attached to said 
disk and capable of entering the slots in said ears to 
secure the supporting frame to the vessel, a central 
disk located in the recess in the disk of said frame and 
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provided with a lug to enter the slot in the circum- 
ferential wall of said recess, a bearing hub extended 
from said central disk, and a shaft rotatable in said 
hub and having a portion extended into said vessel. 

Number 1,196,932: In a 
machine of the character 
described, in combination, 
a vessel open at its top, a 
supporting frame provided 
with hooks for cngage- 
ment with the rim of the 
vessel and with a depres- 
sion having slots in_ its 
wall, a bearing member 
comprising plates located 
in said depression and hav- 
ing lugs extended into said 
slots and having upright 
walls provided with concaved portions forming a hub, 
means to secure said walls together, and a rotatable 
shaft extended through said hub and having a portion 
extended inio said vessel. 


"18 




















SECRETARY FOLEY OF NEW YORK STATE 
RETAIL HARDWARE ASSOCIATION 
BEGINS RESEARCH WORK. 


In a letter from John B. Foley, Secretary of the 
New York State Retail Hardware Association, mem- 
bers are requested to give him data for use in work- 
ing out plans for the remedy of unsatisfactory fea- 
tures of their business and for the application of such 
remedies. 

The questions to be answered by the retail hard- 
ware dealers cover the more important factors in the 
conduct of retail hardware stores and will serve as a 
guide for any retail hardware dealer who wishes to 
make an analysis of his own business. 

Secretary Foley’s letter follows: 

A sequel to the last National convention at Boston has 
been an urgent demand by National officers that state asso- 
ciation secretaries join in a concerted effort to perform some 
research work, the result of which would finally be the pre- 
sentation to our members of definite plans; the adoption of 
which would bring about more effective service to members’ 
customers and better profits for themselves. 

No direct instructions have been given to individual 
secretaries—each must ascertain for himself what is desir- 
able and needed in his own state. 

We are asked to enter upon this proposed “reseach work” 
directly after a conference which will be held in October of 
the “operating staff” of all the state associations. 

Obviously the way for an officer to determine what could 
be done by his association is to learn from the members 
themselves what they think is wrong with their individual 
stores. 

It occurs to me that a very quick and re ally satisfactory 
way to start this work (with which I am in entire sym- 
pathy), would be to secure from each member of our organi- 
zation a simple statement “what is the most unsatisfactory 
feature of his business”; group the several replies; then en- 
deavor by investigation to find remedies and assist individuals 
in applying these remedies. 

Every enterprise has its pleasant and profitable features: 
it also has some features that (either with the merchant’s 
knowledge, or without it) prevent him from rising to the 
full opportunity of serving his trade and making for himself 
from that service a satisfactory return on his energy and 
investment. 

It may be that your expense account is entirely out of 
proportion with your sales; perhaps too much of your busi- 
ness is getting into long-winded accounts; that your turnover 
is inadequate; that your competition appears unfair; that 
your accounting system is lame; that a hundred other things 
conspire to retard your progress—in such matters your asso- 
ciation ought te be able to help you individually—and it will 
if we can carry out the proposed investigation. 


I am therefore asking all our members the question 
“What is the most unsatisfactory feature of your individual 
business?” and am enclosing a sheet on which answer may be 
given. Be assured that the question is asked earnestly and 
solely for the purpose of ascertaining what, if anything, this 
organization can do to make your particular business more 
agreeable as a life work and more profitable as a result of 
your efforts. 

So if the idea strikes you as praiseworthy, please sign 
the card and mail it back promptly, We want the informa- 
tion in good faith and want it soon. 

Name& will not be repeated in working out the plan for 
individual service, so don't hesitate on that account. Sign the 
card today if possible—get it back to this office before Sep- 
tember 10th at the latest. 


The list of questions follows: 


Year business was established............ 

Volume of business first year $...... Volume in 1915 $...... 
Percentage of sales—Cash........... Fo ATMBIRE. Saivisiecss % 
How often do you turn your ot asad RE ee ee 


Avena ee “a preg given. read a cl Wiss eed 2 Lae eae 
Percentage lost through bad debts.............. % 


Use tradisiw stamps? ..5..0..008506 he LEE EEE EEE 
Employ any system of stock records?........ (Send sample) 
Conduct tin or plumbing shop? f. sa . Amount shop busingss. a 


If Y bere, SAMMI orig oi Nee ee ain aie G SINS Ka cia 60/0 F100 6 os 
Tendency (to buy from more or fewer) ? ieee wei nceedslav des 
How often do you take inventory?...............cceeeeeeee 
eT ro We ae 17 a 
Percentage of advertising to sales?.............ccccesccccees 
The most unsatisfactory feature of my business is........... 


TreELe TTC CT OU Tee hh ee eee, he) ee es eee eee 





SECURES PATENT FOR DOOR HOLDER. 


Oscar C. Hixon, New Rochelle, New York, has 
procured United States patent rights, under number 
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1,198,153 

















1,198,153, for a door holder described herewith: A 
holder for swinging closures comprising a plurality of 
pivoted links secured at their free ends to the swing- 
ing closure and its frame respectively, a lock for pre- 
venting pivotal movement of said links comprising 4 
part carried by one of said links and a part cooperat- 
ing therewith, one of said parts being bodily movable 
out of locking engagement with the other, means for 
forcing said parts into locking engagement, and a 
depending connection from said movable part for 
manually moving it out of locking engagemen' with 
the other of said parts. 
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The time to take a vacation is when you seed it, 
rather than when you can get away most convenl- 
ently. Take one voluntarily before you have to take 
it compulsorily. 
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DOORHOLDER PATENTED. 


Under number 1,196,685 United States patent rights 
have been granted to Percy E. Heatherbell and Gordon 

1,196,685 |G. Heatherbell, Port Cygnet, Tasmania, 
Australia, for a door holder described 
in the following: The combination with 
a vertically slidable door stop, of a drum 
mounted on the door above the stop, said 
drum being hollow and formed with a 
plurality of openings therethrough, a 
= flexible element connected to the stop and 
y to the drum, means for rotating the 
drum to wind the flexible element and 























Pe lift the stop, and a pivoted lever mounted 
a above the drum and provided with a 


projection for successive engagement in 
the said openings to check the rotation 
of the drum in one direction. 
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OUR SHORT LIFE TOO VALUABLE TO WASTE 
IN AIMLESS IDLENESS. 











“Odd moments” are the gold dust of life. The best 
thing about them is that they abound in every life. 
No matter how busy one may be, one is sure to have 
plenty of odd moments. Jeremy Bentham set it down 
as a principle of living that to lose even the smallest 
portion of time was a calamity. It would be a fine 
and profitable thing for every human being to take the 
same view; to adopt the same principle—and make it 
a working principle. For, as said, no life is without its 
odd moments, and when rightly used, these driblets 
of time form a major force in the upbuilding of char- 
acter and the accomplishment of useful work.—Leigh 
Mitchell Hodges. 
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SEAMLESS ROASTERS MAKE TIMELY 
ARTICLES FOR FALL TRADE. 


Sheet metal utensils for use about the kitchen range 
are a necessity because they are handy and conveni- 





Oval Oak Seamless Roaster. 


ent, and any article that saves time, labor and worry is 
an economical investment for the housewife. Such 
a utensil is said to be found in the Oval Oak 
Seamless Roaster, shown in the accompanying illus- 
tration, which while in demand throughout the year, 
8 naturally of particular desirability in the fall and 
winter. This roaster is made of extra heavy, 
smooth, black steel sheets without seams, in but two 
Pleces—top and bottom. The top is embossed, which 


circumstance, it is declared, makes the roaster self 
basting because the vapor condenses on the low points 
of the oak-tree top and drips evenly over the roast 
making it tender and juicy. According to the manu- 
facturers, housewives favor this roaster because it 
makes very good roasts, is easily cleaned, has no 
enamel to chip off, is easily opened while hot or cold, 
and sells at a reasonable price. Dealers can obtain 
further information regarding construction, together 
with details of the manufacturers’ sample dozen 
proposition and advertising matter, from the Wheel- 
ing Corrugating Company, Wheeling, West Virginia. 
RE Re Se 
OBITUARY. 





Margaret Diener. 

The many friends and business associates of George 
W. Diener, president of the George W. Diener Manu- 
facturing Company, 401-417 Monticello Avenue, Chi- 
cago, will sympathize with him in the loss of his 
mother, Margaret Diener, who died on Thursday, 
September 14th. Besides Mr. Diener and his father, 
Gustav C. Diener, there remain another son, Herman 
W., and three sisters, Clara C., Mrs. Anna Fischer, 
and Mrs. Frank Roepke, to mourn her loss. The 
funeral took place from the late residence, 1529 West 
20th Street, on Sunday, September 17th. 

PELE ORD 
RETAIL HARDWARE DOINGS. 


lowa. 
bel Behrends, Germania, has purchased the hardware 


store of H. Bert Ley. 

The Adel Hardware Company, Adel. has been incor- 
porated for $16,000 by L. V. Russell, W. W. Rudrow and 
V. W. Miller. 

W. S. Gray, Ogden, has sold his hardware store to A. 
P. Cotton. 

Joe C. Britt, Boone, has bought a half interest in the 
Crary Brothers hardware store. 


O. W. Watts and FE. H. Wall, Marathon, have purchased 
the A. A. Anderson hardware and implement business. 
Kansas. 


Frank Jluff, Pleasanton, nas bought the hardware busi- 
ness of L. G. Tracey. 
Michigan. 
Ralph Lewis and G. K. Doud, Parma, have opened a 
hardware business in Jackson. 
Minnesota. 
Hughes and Jchnson, Park Rapids, have sold their hard- 
ware store to A. J. Lindert and R. R. Bartosch. 
Nicholas Libert, St. Cloud, has given over his hardware 
business to his son, Paul. ; 
J. H. Geisch, Brewster, has sold his hardware business. 
Fred Hecht, Turman, has disposed of his share of the 
Bussman-Hecht hardware store to his partner, Max Buss- 


man. ‘ 
Arthur J. Holmes, Welch, has acquired the hardware 


stock and fixtures of the Welch Mercantile Company. 
Montana. 
M. J. Kounz, Baylor, has opened a hardware store. 
H. Ben Thoreson, Opheim, will engage in the hardware 


business. 
Nebraska. 


Drake and Owens, Friend, have sold their hardware 


store to W. H. Owens. _ 
B. F. Conant, Benedict, has sold his hardware store to 


E. L. Gray. 
North Dakota. 

Fire damaged the Chenery and Company hardware busi- 
ness in Jamestown to an extent of several hundred dollars. 
Texas. 

The Edinburgh Hardware Company, Edinburgh, has 
been incorporated with a capital stock of $3,000 by J. W. 
Heacock, Roy H. Klosner and W. R. Montgomery. 

Wisconsin. 

Lee Allen, Pullman, has suffered a severe fire loss in his 

hardware store. 
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HARDWARE CLUB 
OF CHICAGO AND ITS DOINGS 











The ticket selected by the Nominating Committee of 
the Hardware Club of Chicago for the Annual Elec- 
tion at which five members of the Board of Governors 
are to be chosen to take the places of those whose 
terms expire is composed of the following: 

George Black, of the Allerton, Clark Company, 74 
West Lake Street. 

E. P. Dunning, of Sargent and Company, 220 North 
Michigan Avenue. 

Fred Homer, of Hodge and Homer Company, 549 
West Madison Street. 

Arthur Lussky, of Lussky, White and Coolidge, 69 
West Lake Street. 

Thomas P. Whyte, of Cobb, Whyte, Laemmer Com- 
pany, 179 North Clark Street. 

The Annual Meeting of the Hardware Club will be 
held the evening of the election, which will take place 
all day Friday, October sixth, up to6 P. M. |All mem- 
bers are urged not only to cast their ballots, but to be 
present at the meeting, at which time the result of the 
vote will be announced, reports of the officers rendered 
and plans for the coming year will be discussed. 

A Membership Ticket is now in process of being 
made up, and it is expected that a lively contest will 
1esult as there are good men on both tickets. 

Harry F. Atwood Speaks at Tuesday Luncheon. 

At the Tuesday Luncheon, September roth, Harry 
I’, Atwood, Attorney for the Board of Local Improve- 
ments of the City Administration, spoke on the subject 
of the “Golden Thread of American History.” 

Mr. Atwood, who is a noted orator, held his audi- 
ence spellbound with his witty, and yet heart gripping, 
address, in which he brought out the fact that in the 
great periods of American history the most prominent 
characteristics in the men who took the part of leaders 
was their firm belief in the guidance of an Almighty, 
Just and Kind Supreme Being. 

“When the Pilgrim Fathers gathered at Plymouth 
Rock to make their Covenant the introduction of that 
Covenant was composed of these words, ‘In the Name 
of God, Amen.’ 

“The religious strain is, in fact, the golden thread 
in our history, and to it is due the fact that in our 
relations with ourselves and with ourselves our path- 
way has in the main been right. 

“When the framers of the Declaration of Inde- 
pendence met to draw up that wonderful document, 
this point was made clear at the start, that the Amer- 
ican people found their strength in their faith in a Su- 
preme Being. 

“When the Constitutional Convention met in Phila- 
delphia no progress was made for four weeks, and it 
was not until in the fifth week when Benjamin Frank- 
lin had put the motion for the invocation of the Divine 
Blessing and the motion had been carried that any 
progress was made. 


“In his famous Gettysburg Address, President Lin- 
coln made this statement, which is one of the choicest 
sentences in this now famous classic of literature: 
‘This Nation, under God, shall have a new birth of 
freedom.’ 

“When Lincoln was assassinated there was great 
uproar in New York City, many people were killed 
by mobs and it was young Garfield, later on killed 
while President, who stilled the tumult by a remark 
in his address from a balcony where the bulletins from 
Washington were given out, viz, “God reigns and the 
Government at Washington still lives.’ 

“Taking it all through the 140 years of the history 
of these United States and the more than 250 years 
before the Revolutionary War, this religious strain has 
always been a prominent characteristic of our great 
leaders, and now, in the crisis through which we are 
passing, our hope lies in the fact that we have always 
found men to lead us whose type of vision is so strong 
that they can see far enough ahead to guide us safely, 
because they possess this religious strain—this virtue 
of humility that does not refuse to seek guidance from 
the Supreme Being.” 

President A. Vere Martin expressed the apprecia- 
tion of the members, who filled the dining room, for 
the splendid address which it had been their privilege 
to hear. 

Speaking at Tuesday Luncheon, September 26. 

There will be a good speaker at the next Tuesday 
Luncheon, September 26th, who will address the mem- 
bers and their friends on an interesting subject. 


> 


NO DELAY IN SECURING LOADED SHELLS. 





Having anticipated a scarcity of materials, labor, 
etc., at the beginning of the season, the Winchester 
Repeating Arms Company, it is said, made prepara- 
tions to manufacture an unusually large supply of their 
loaded factory shells of the four well-known brands: 
‘“Teader” Smokeless, “New Rival” Black, “ixe- 
peater” Smokeless, and “Nublack” Black. Because of 
this foresightedness, the Company states, dealers will 
experience no delay or difficulty in securing loaded 
shells if, when placing orders with their regular job- 


bers, they will specify Winchester brands. As evidence 
of the character of this line, it is pointed out that the 
Winchester Loaded Factory Shells, as well he 
Winchester Guns and Cartridges, were award the 
First Grand Prize at the Panama-Pacific Expos!10n 
for all kinds of guns and ammunition. With t) vin- 
ning of the Grand American Handicap by Caj'ain J. 
F. Wulf of Milwaukee with “Repeater” she!!- and 
with consequent consumer and dealer adverti the 
Company looks forward to a bigger demand then ever. 
Further details can be obtained from the Wi» nese 
icut. 


Repeating Arms Company, New Have , Con 
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ADVERTISING CRITICISM AND 
COMMENT 


Helpful Hints for the Advertisement Writer ; 








[In the accompanying illustration is reproduced 





SCHROETERS 


717 and 719 Washington Ave. 
&t, Louls.. 


Weekly Bargain No. 607 
THIS SALE CLOSES TUESDAY, 
AUGUST 8, 6 Tr. M. 


SEND US YOUR MAIL ORDERS 


SCHROETER’S SPECIAL 
BICYCLE FOR MEN OR BOYS 

















Tires, Ceonster Brakes 
E rds and Spot Light. 

Firtsned '< rtyal blue or Indian red: 
distance from sop of saddle to pedal. at 
lowest point varies from 30 to 33 inches; 
height of frame, 22 inches. Complete 
with guaranteed tires, coaster brake, mud 
guards, spot light. tool bag, pump, bell, 
ofl can and 3 assorted ‘wrenches. Weight, 


=. 38 pounds. ‘Special 32.50 


ee ee ee ee es 


LEMONADE SHAKER 
with CAP and STRAINER 


Made of seamless aluminum. 


oe ea ae 59c 








BEAUTY 
COMBINATION OIL STONE 
One side fine, the other side coarse: is 
a. S emery a good cutting stone; 

Bize 6x2x%. Speciaj 
price. .... = os 4 keg wens eee e<aws 19¢ 





“SCHROETER” 
Improved Grater 


Will grate almonds, 
nuts, bread, horse- 
radish, potatoes, co- 
coanuts and other 
foods requiring 
grating. It does the 
work satisfactorily. 
ae week only, 
special 

Seer sticace 98c 










Parcel post 
weight, 
4 pounds, 





“NO SLAM? SCREEN DOOR 
CHECK 

A practical device for preventing screen 

doors from slamming. Can be applied 

° any screen door in connection witb any 

oor spring or spring hinge. 

Special price this sale .....,.... 17c 


PIKE’S STROP HONE 
A practical combination Razor Hone and 
Strop, designed especially for the self- 


ot ae 9c 
SCHROETER’S AUTO TOOL BOX 


Black enamel 
finish, with 
brass lock; al! 
seams 2 
electrically 
welded; size 
is 22 inches 
long, 9 inches 
deep. Special! 
price, 


$1.39 


SCHROETER BROS, HARDWARE CO. 
717 and 719 Washington Ave. 























part of a full col- 
umn _ advertise- 
ment recently run 
in the local news- 
papers by the 
Schroeter Broth- 
ers Hardware 
Company at 717- 
719 Washington 
Avenue, St. 
Louis, Missouri. 
The _ persistent 
and consistent ad- 
vertising of the 
Company brings 
out forcibly the 
psychological 
basis of their 
highly-successful 
efforts to impress 
upon the people 
of the city the ad- 
vantages of trad- 
ing with them. 
They _ realized, 
from the outset, 
that their special 
sales, which they 
have now con- 
ducted for almost 
twelve years, 
could never be 
carried out with 


any degree of 
success unless 
proper, adequate 


means were taken 
to inform the 


public. Newspa- 
per advertising 


naturally suggest- 
ed itself as being 
most appropriate 
for this purpose 


and the large 
amounts of ad- 
vertising space 
that have been 


used during the 
history of these 
sales, proves in- 
disputably that 
the | Company 
found their ad- 
vertising highly 


profitable on the occasion of every weekly sale. 

As regards the advertisements themselves, the 
specimen herewith shows what a wide range of items 
is offered in one sale—bicycles, lemonade shakers, oil 
stones, food graters, screen door checks, strop hones, 
tool boxes, etc. It is also interesting to note that 
provision is made for purchases by parcel post and 
that the articles are as a rule illustrated, fully described 
and specific prices always quoted. It is these points 
that impart to the advertisement its effectiveness and 
hence they should never be omitted. 

* K *K 

No doubt all of us have at some time or other been 
confronted with the situation where some little thing 
is broken about the house which could be repaired 
easily and quickly if we but had the proper tools and 
which ultimately causes a great deal of annoyance be- 
cause we have not been foresighted enough to prepare 
for such a contingency. On. occasions like this, we 
are wont to resolve to purchase the necessary tools 


Handy Tools Around the House 


Many times some little thing is broken 
about the house which could be fixed easily 
and quickly with the proper tools but which 





if left causes much annoyance. Come in and 
buy a set. They're not expensive and will 
last a life-time. And say, by the way, while 
your in you might look over our Refrigerator 


line. You need one right now. 


Smith Hardware Co. 


Where Quality and Price Meet 











immediately, but as a rule, the press of other matters 
takes the idea from our minds and we neglect it en- 
tirely until the subject is again brought to our atten- 
tion by a recurrence ‘of the event or by happenings of 
a similar nature. 

The advertisement reproduced herewith has been 
prepared with the essential thought in mind of fos- 
tering this half-formed resolve and bringing it to a 
proper consummation by drawing the reader to make 
an actual purchase of a set of tools. It evidences a 
true appreciation of common circumstances and for 
this reason no doubt was highly instrumental in bring- 
ing many neglectful ones into the fold. The after- 
thought expressed at the close of the advertisement 
advising the reader to inspect the refrigerators while 
in the store is also timely. The advertisement occu- 
pied a four inch, double column space in the San- 
dusky Register, where it was run by the Smith Hard- 
ware Company, Sandusky, Ohio. 
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HEATING AND VENTILATING 








POINTS TO BE NOTED IN SECURING 
ESTIMATES FOR WARM AIR HEATER 
INSTALLATIONS. 


In a pocket notebook recently issued by the Imperial 
Furnace Company, Marshalltown, Iowa, manufactur- 


ers of the Imperial Steel Warm Air Heater, are given . 


the points to be considered in figuring for warm air 
heater installations, and which are necessary in order 
that the manufacturers may furnish correct plans: 
How to Estimate. 

Parties wishing information regarding size of furnace, 
etc., will please observe the following questions: 

Is the building old or new; wood or brick; alone or in 
a block? 

lf protected on one side and exposed on the other, show 
which side is exposed. 

How many stories are to be heated? 

Height of each story and size of each room. 

Height of cellar in clear. 

If cellar is under part of house only, show where. 

Make sketch of building, showing location of rooms, 
halls, and location of doors and windows, chimneys and 
flues; also give points of compass. 


BRITISH ENGINEERS DISCUSS RELATIVE 
MERITS OF COAL, GAS AND ELECTRICITY 
FOR HEATING AND COOKING. 





In recent issues of the London, England, Domestic 
Engineering there has ‘been considerable discussion 
about “Costly Coal Furnaces,” covering the heating 
as well as cooking apparatus; some of these articles 
have been published in AMERICAN ‘ARTISAN, the latest 
one appearing on page 36 of the July 29th issue. 

Herewith are three articles touching on this matter 
from three different angles: 

The first suggests the advisability of a concerted 
advertising campaign for coal burning ranges, being 
a letter from “Range Seller,” as follows: 

Costly Coal Furnaces. 


In the face of continuous booming of gas and electrical 
appliances for heating, and the ultimate ousting of the coal 
fire range, it really appears that range-makers are so confi- 
dent of the pre-emninence of the coal fire range that not a 
word need be said for the many advantages they possess over 
either gas or electrical heating. Perhaps range-makers, in 
their seeming game of Brer Fox, will wake up when other 
forms of heating have got a good hold through their “wait 
and see” policy, and will bring before the public the virtues 
of the modern coal fire ranges. 

In the cost question no other can touch direct heating by 
coal, and surely range-makers who pride themselves upon 
their up-to-date improvements will no longer allow such items 
of propaganda work as I enclose to be disseminated without 
an effort to combat the disparagement of the coal fire range 
and the attempt to take away the trade of the range sellers, 
of whom I am one. : 


The second appeared as an editorial in the London, 
England, Pall Mall Gazette, and is of interest be- 
. cause of the manner in which it boosts the gas range 
and gas water heater, as follows: 

Household engineering has evolved an appliance that 
sr eg and all the labor it entails a superfluity in the 


_> The “all-gas range,” as it is termed, is “the last word” 
in domestic convenience. It consists of a combined gas 


cooker, gas water-heater, gas washing copper, and gas fire— 
an installation which can be fitted in the space formerly occu- 
pied by the coal range. 

The slightly higher cost of gas over coal is amply com- 
pensated by the many advantages of such an installation. To 
begin with, a great deal of time and energy is saved, because 
a lighted match is sufficient to set the apparatus working, and 
in a very short time a plentiful supply of hot water can be 
obtained, and, what is very important, can be relied upon at 
any hour. Cooking and water-heating are separate processes. 

The water-heater is fitted with an automatic device which 
prevents more gas being consumed than is necessary to keep 
the water at the desired temperature. 

There can be no doubt that this and other labor saving 
innovations have come to stay, for woman is quick to see 
where her advantage lies, and, when once she has seen it, to 
secure it in the interests of self and home. 


In the third article, which was published by J/ndian 
Engineering, many attractive features of electrical 


cooking apparatus are brought out, as follows: 


If the advantages of cooking by electricity were more 
widely known, there is little doubt that it would ‘receive con- 
siderably more attention from the public in India than it does 
at present. The main reasons against its adoption seem to 
have been the following: (1) High: initial cost; (2) leaving 
it in the hands of Indian servants; (3) cost when compared 
with other classes of fuel. 

As regards the first—a few rupees spent every month in 
purchasing cooking apparatus would, within a year, fully 
equip an electric kitchen for those that are skeptical of the 
advantages of electrical cooking, and consequently are not 
prepared to incur any heavy expenditure until they have satis- 
fied themselves by actual practical use of the apparatus. As 
regards the handling of electrical cooking apparatus by the 
ordinary Indian servant, the writer has found by experience 
that once the men get used to it, it is extremely difficult to 
get them to use anything else whenever they can possibly ob- 
tain access to electrical apparatus; it is surprising how soon 
they adapt themselves to the use and handling of the ap- 
paratus. As to the comparative cost of electricity and coal: 
From exhaustive experiments made, it has been found that 
the amount of current consumed in cooking for a family of 
from three to five persons works out at an average of one- 
third of a unit per meal per person. As central stations gen- 
erally give low rates for electricity used for power and cook- 
ing, the monthly bill for electricity used for cooking purposes 
should not exceed four rupees ($1.50) per person per month, 
based on current at 2 Annas (5 cents) per unit. This should 
compare very advantageously with the price of coal. It is, of 
course, necessary to be careful and economical, or naturally 
the monthly bills will run up. Servants are apt to be waste- 
ful and careless, and in India it may be found advantageous 
to allow the servant a percentage, if not the whole amount 
he saves on a predetermined estimated amount. In other 
words, allow the servant a share if not all of the profits or 
savings on the estimate. 

The electric oven has made vast strides in popular favor 
on account of its merits for cooking meat. It has been proved 
by actual tests that the electric cooker carries out the cooking 
process gradually, and does not extract the greater part of 
the nutritive juices from the meat as does the gas cooker, 
owing to the bad distribution of heat in the latter. By this 
means a joint cooked electrically is of infinitely greater 100 
value. The saving effected by using an electric cooker for 
roasting may be realized by the fact that it requires 11 pounds, 
7 ounces, as against 9 pounds 2 ounces, of beef to be purchased 
in order to obtain an 8-pound cooked joint when the cooking 
is done by coal and electricity respectively. Cooking by gas 
is still more uneconomical, as in this case it would he neces- 
sary to purchase 11 pounds 13 ounces of meat to give an 
8-pound joint. 

Apart from the question of comparative cost of cooking 
by electricity, coal and gas, the following are the chief advan- 
tages of cooking by electricity: (1) No heat is wasted by 
going up a flue; (2) directly the heat is required or finished 
with, the current can be turned on or off, respectively and no 
waste ensues, and the heat can be adjusted to a niccty;, (3) 
the apparatus is portable, and can be moved about as r° quired; 
(4) there is no dirt or bad odors or fumes; (5) the tempera- 
ture of the kitchen is considerably lower than with gas oF 
coal, and decidedly more comfortable; (6) there is no dan- 
ger of fires or explosions; (7) better ventilation can be ob- 
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tained in the kitchen, as there is no fear of a breeze blowing 
the flames out or about the room. A number of large in- 
stallations are in operation in restaurants both in England and 
America, and are giving every satisfaction, and there is no 
reason why the same should not be the case in India. 


The following editorial comment by the London, 
England, Domestic Engineering, is attached at the bot- 


tom of these three articles: 


We think that range-makers might put a little more push 
and go into matters, but atthe. moment they are not backed 
up by a commercial propaganda organization. Many makers 
of coal fire ranges are also makers of gas fires, stoves, etc., 
and think it policy to lie low in the hope of securing a double 
advantage. The profit derived from trying to get the cake 
and the halfpenny is problematical. 


2 


WARM AIR HEATERS EMBODY CORRECT 
PRINCIPLES OF HEATING. 





Why a warm air heating system embodies the cor- 
rect principles of heating the home and hence is supe- 
rior to steam or hot water systems is clearly shown in 
the article herewith, which is reprinted from an inter- 
esting little booklet on the heating’ of houses, en- 
titled, “Comfort and Health,” and published by Clare 
Brothers arid Company; Limited, Preston and Winni- 
peg, manufacturers of the Hecla and other types of 
Warm Air Heaters: 

Warm.-Air Heating Misjudged. 


There is a popular belief that hot-water heating is better 
than-warm air. The reason for this is perhaps that the 
warm-air system does not cost as much. Then there have 
been poorly installed warm-air furnaces and cheaply con- 
structed furnaces, so that the principle of heating has come 
to be considered—and wrongly—inferior to hot-water heating. 

The Correct Principle of Heating. 

‘A ‘study of the two principles of heating will show why 
this-conclusion is. wrong. 

The warm-air furnace heats by forming a current of 
warm, fresh air; which circulates freely about the house. It 
draws. its: supply from cold air inlets either directly from 
outside or from a register near an outside door. The air in 
the room is constantly changing. 

It is different with-the hot-water or steam systems. They 
merely raise the temperature in each room where there is a 
radiator. The air is stationary. Like water lying in a pool 
it becomes stagnant. Breathing it over and over again is 
dangerous to the health. 

Not a Dry Heat. 

A popular fallacy is the belief that the warm-air system 
gives forth a drier heat than the hot-water system. 

Let us look into that point. 

Cold air is dry; it will not carry as high a percentage of 
moisture as warm air. 

Now if you start with a cold house and warm it, the air 
being dry, remains dry’ when heated. To get the necessary 
amount of moisture in the air we must supply it by evapo- 
rating water. Heating by means of hot water or steam 
radiators does not supply this moisture. It merely raises the 
ee of the cold, dry air already in the room. The 
coils and pipes are full ‘of water, but none can escape into 
the room where it is needed. 

The air from such a furnace is dry, and the result is 
that it draws moisture from whatever source it can. Plants 
wither in the dry air.. Furniture and woodwork shrink and 
split. Joints spread. But the most serious feature is the 
effect on those living in the house. The dry air takes mois- 
ture from the lungs and besides being unpleasant is a men- 
ace to health. 

On the other hand, a properly constructed warm-air fur- 
nace draws in the cold outdoor air, warms it, passes it over 
evaporating water and circulates it moist and pure to every 


room and corner of the house. 
LS ee eee 


SQUARE FIREPOT IN WARM AIR HEATER 
PROVIDES LARGE HEATING SURFACE. 





The warm air heaters of the Boynton Furnace Com- 
pany include a square fire pot line made in four differ- 
ent designs, one of which is illustrated herewith. These 
four types have been on the market for many years 
and since 1904 have been fitted with square ashpits, 
Square grates and square firepots. The square firepot 


is said to provide greater heating surface than the 
average round pot, owing to the fact that there is 
more surface in a square than in a circle of the same 
diameter. Since the corners are perpendicular the 
fire is stated to be clear at all times, so that in actual 
practice the fire burns as well in the corners as in any 
other part of the pot. As regards the square ashpit, 
this construction permits the removal of ashes be- 
neath the entire grate with the ordinary shovel, thus 
greatly reducing the liability of burning out the grate 





Square Pot Crusader Warm Air Heater. 


bars. These bars are mounted so as to allow the 
ashes to fall down out of the way as fast as the coal 
is consumed, and being of even length and motion, 
they are said to admit an even flow of air through 
the bed of coal so that a thorough combustion is 
obtained in all parts of the fire chamber. Further de- 
tails are contained in catalog, which, together with 
price list, can be obtained from the Boynton Furnace 
Company, Chicago, New York City or Jersey City, 
New Jersey. 





DOES THIS APPLY TO YOU? 


From F. L. Nesbit, President of the Standard Fur- 
nace and Supply Company, Omaha, Nebraska, 
AMERICAN ARTISAN is in receipt of an article which 
he noticed in the Merchants’ Journal, Topeka, Kan- 
sas. Mr. Nesbit says that it will be of interest to al- 
most any retailer in any line of business. The style 
of the author is an imitation of that of the well known 
“revivalist” Billy Sunday. 

The article follows: 

“Hit the Trail.’’ 

Well, you slab-sided lobster, so you’re trying to run a 
store with a system of rotten bookkeeping which would be a 
disgrace to a Chinese chop-suey joint, are you? Why don’t 
you pull your head out of the mud and look around you and 
see what intelligent men are doing? Why don’t you know 
something about your business if you are going to try to bea 
business man? The fact is, there are about nine out of 
every ten men who are running stores who ought to be driv- 
ing a bus or acting as chiropodist in a blacksmith shop, and 
you may be one of them. 

You may be one of those idiots who thinks that success 
in business means skinning your local competitor. You may 
be one of those shoot-mouth, mud-slinging merchants who 
knocks his competitor, cuts under his prices, sneaks up behind 
and stabs him in the back and walks across the street to avoid 
talking to him. Why, you miserable hyphenated apostle of 
Benedict Arnold and Judas Iscariot, don’t you know that 
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such a policy will get your everlasting, star-spangled goat? 
Isn't it possible to pound enough sense into your marble- 
topped skull to make you realize that you merchants in the 
little towns ought to be the best friends in the world? Your 
real competitors are not in your town at all; your competitors 
are the big department stores, the mail-order houses, the tea 
peddlers and the range peddlers and the grocery peddlers. 
a that point, for the love of Mike, if you don’t get anything 
else. 

Some of you write advertisements that would make an 
angel weep; then you cuss the newspaper and say that adver- 
tising doesn’t pay and you are going to put in trading stamps, 
or else you play the sucker to some slick bul-con artist who 
offers to take all the worry and bother of running your store 
off your hands if you will hand his company $398, of which 
he gets 75 percent. He tells you they have a co-operative 
scheme which will make you rich without any effort what- 
ever on your part. Yes, you poor fool, it’s a fine thing—for 
the agent and for the man who sits at his roll-top desk and 
rakes in your dough. 

Say, how about that inventory of yours? Did you take 
one last year? Did you? Maybe you sort of salved your 
conscience by taking one without carrying it out, or maybe 
you put in those old dead-and-buried accounts of yours at 
twice what they were worth in order to make a better show- 
ing. Just keep that up a few years, you heathen, and some 
day a frowzy, red-faced man with a tin star on his vest and 
some legal documents in his pocket will make you a visit. 

What are you doing with your brains anyway? The 
Almighty gave you a stock of brains—you didn’t have to buy 
them on thirty days, 2 percent off 10—and some of you don’t 
appreciate the gift. You try to make your legs and your 
arms do what your brain ought to do. Make your brain 
work! I know some mercharts whose brain, if you could 
see it, would look like a lousy, low-down railroad-yard bum, 
with a tin can on his head instead of a hat, just because it has 
been allowed to loaf on the job for so long that it can’t work. 
Put your brain to work, man! Buy some good business books 
and read them, study them. Subscribe to some decent, well 
edited trade papers and read them; don’t just glance at the 
headlines. 

Take a brace! Don’t imagine you know it all. Go home 
and tell your wife that the devil was about to take your busi- 
ness, but you've decided to reform and try to do things as 
they ought to be done. Hit the trail! 


. 





PROPERLY CONSTRUCTED WARM AIR 
HEATER GIVES SUFFICIENT 
VENTILATION. 


It is estimated that an adult person vitiates ten 
cubic feet of air per minute, while a lamp or gas jet 
fouls as much as 

three adults, or 
thirty cubic feet of 
air per minute. 
Hence, considering 
a medium-sized sit- 
ting room with four 
people and two gas 
jets, it will be seen 
that the air must be 
changed every fifty 
minutes to keep it 
pure. Of all the 
means of heating 
the home, a warm 
air heating system 
supplies. the vest 
method of ventila- 
tion because of the continually-circulating currents of 
air. This assumes, of course, that the apparatus does 
not leak smoke or gas to the air flues and has a full 
supply of cold air which is constantly being passed 
through the system. Such characteristics are said to 
be typical of the Home Comfort Warm Air Heaters, 
which is illustrated herewith. These warm 
air heaters are described as being strong and durable, 
because they are made of steel plate; quick in opera- 





Interior View of Home Comfort Warm 
Air Heater. 


one oft 





tion and great in capacity, because they have a large 
radiating surface; gas proof, because steel plate is 
impermeable to gases; smoke-proof, because their 
seams are practically welded, and economical, because 
the smoke and gases are burned. Further particulars 
regarding construction and ventilating abilities can be 
obtained from the Wrought Iron Range Company, 
5661 Natural Bridge Avenue, St. Louis, Missouri. 





MANUFACTURERS OF WARM AIR HEATERS 
HELP DEALERS WITH PLAN TROUBLES. 


To the notion of the manufacturers of Kelsey Warm 
Air Generators, the furnishing of their customers with 
plans, estimates and specifications is clearly their part 
of the selling teamwork and this they stand ready to 
do thoroughly and liberally with a right good will. 
This co-operation, they state, makes it unnecessary for 
the installer to fuss and-fume over them himself, and 
enables him to disregard the plan bugaboo which 
would otherwise keep him from tackling the big com- 
plicated residence, church and school jobs which may 
come up in his locality. According to the manufac- 
turers, big Kelsey jobs, as well as small Kelsey jobs, 
pay good profits and assure satisfaction, because the 
Kelsey Warm Air Generator provides real fresh air 
heat: It changes the air in every room four times an 
hour ; it will heat any room in any weather, no matter 
which way the wind blows; and it is highly efficient in 
operation. Besides furnishing plans, estimates and 
specifications, the Company further assists the dealer 
by going after his prospects with strong convincing 
letters and booklets that keep the dealer’s name right 
before them. Further information on the subject, in 
addition to description of their warm air heating ap- 
paratus, can be obtained from the Kelsey Heating 
Company, 301 James Street, Syracuse, New York. 





PARAGRAPHS. 


The Port Hope Sanitary Manufacturing Company, 
Toronto, Ontario, Canada, has been incorporated with 
a capital stock of $1,250,000 to manufacture warm air 
heaters, stoves, boilers, plumbers’ supplies, etc. The 
incorporators are Britton Osler, W. A. Cameron and 
R. B. Spence. 

Robert P. Burton, Western Sales Agent for the 
Magee Furnace Company, has moved to larger quar- 
ters and now occupies the second floor in the building, 
30 West Lake Street, Chicago, being next door west 
from his former location. Mr. Burton has additional 
room and increased facilities for handling the trade 
for Magee products. 

Owen C. Myers, who from 1g11 till early in 1916, 
was manager of the heating and plumbing business in 
Wapakoneta, Ohio, of the Doering Hardware Com- 
pany, of Elkhart, has already established a reputation 
for doing first-class work in the heating and plumbing 
business that he commenced late in February in 
Wapakoneta. According to Mr. Myers, there is 
enough business on hand to keep him busy until! the 
first of the year, remodeling heating plants and install- 
ing plumbing and pneumatic water supply systems, 
bathroom equipment, etc. 











September 23, 1910. AMERICAN ARTISAN AND HARDWARE RECORD 
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PATTERNS FOR CHIMNEY EXTENSION 
SQUARE TO ROUND OFF CENTER. 


BY O. W. KOTHE. 
Often chimneys project up on the side of a brick 
wall and a galvanized iron extension must be fitted up 
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Co t.. 


But in this case, we find it advantageous to develop 
the base off center and then run the pipe up straight 
along the side of the wall, clamping it to the brick. 
The idea is to first draw the plan. Only a half view 
is necessary as a-b-G-F with a half circle the desired 


size as shown. Then divide this half circle into any 


























245 Diagram of 
True lengths 








o Half Patterns 


Patterns for Chimney Extension Square to Round Off Center. 


to carry the pipe above the other building. In most 
cases the mechanic will make a chimney base on center 
and then make an angle to run over to the wall and 


then up. In other cases he will extend the extension 


straight up and not touch the wall but guy it with 
wires. 





number of equal spaces and draw your lines to the 
corners F and G. The elevation or side view ts no 
necessary to draw because in this case it only repre- 
sents the height of our base. 

This we can manage in the diagram of true lengths 


by making O-P equal to the height. Then pick the 
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triangular lines in plan as F-7, F-6, F-5, F-4 and set 
them over as P-7-6-5-4’. Also pick the seam line a-7 
and set it as P-a. In like manner pick the lines G-4; 
G-3; G-2; G-1 from plan and set them as P-1-2-3-4. 
Then by drawing lines to the height of O you have the 
true length for your pattern. 

To lay out the pattern, assuming that we want to 
make a seam through the line a-b in plan, we will 
start with the first triangle, F-4-G. For this draw a 
line equal to F-G as shown in pattern, With your 
dividers pick the line O-4 on the left of diagram and 
using point G in pattern as center, strike arcs as at 4; 
next pick line O-4’ from the right of diagram, and 
using F as center, cross arcs in point 4. Next set 
another pair of dividers equal to one of the spaces, 
as 4-5 for instance in plan, and using point 4 in pat- 
tern as center, strike small arcs as at 3 and 5. 

Next pick line O-3, also line O-5 from diagram and 
using G and F as center, cross arcs in points 3 and 5. 
It will be noted that these lines in diagram are of dif- 
ferent length, and so each one must be picked sepa- 
rately and transferred into pattern. This process is 
repeated until points 1 and 7 are established. Then 


pick half the width of front and back as F-a of plan. 


and using F and G as centers, strike arcs as at a and 
b. Then pick the line O-a from diagram and using 
point 7 in pattern as center, cross arcs as in point a. 
Since the back is straight and the two points come on 
a line, that seam line would be equal to O-p of dia- 
gram, so pick this line and using point 1 as center, 
cross arcs in point b, which gives you the half pattern. 
If it should be the desire that seams be made on the 
ends then two half patterns would have to be de- 
veloped so as to have a front and back; but in this 
case this half pattern will answer for both halves. 
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EXPLANATION OF VARIOUS NAMES USED 
TO CLASSIFY STEEL SHEETS. 





The following questions were received recently 
from a subscriber of AMERICAN ARTISAN, and here- 
with are given explanations of the various terms: 

1. What is a black sheet? 

2. How is it distinguished from a one-pass cold 
rolled sheet? 

3. What is a blue annealed sheet ? 

4. Is it cold rolled or hot rolled? 

5. Has a blue annealed sheet more temper than a 
one-pass cold rolled box annealed sheet? 

1. There is a great variety of black sheets, includ- 
ing hot rolled, pickled and annealed and cold rolled. 

2. A one-pass cold rolled sheet is not pickled or 
annealed. A black sheet may receive one or more 
passes through the cold rolls. 

3. Blue annealed sheets are oxidized after the an- 
nealing process. 

4. All sheets, for obvious reasons, are hot rolled, 
but a blue annealed sheet may also be cold rolled. 

5. Under ordinary circumstances, blue annealed 
sheets are harder than one-pass cold rolled box an- 
nealed sheets, since they are allowed to cool more 
quickly. 

Many terms in the steel iron business are likely to 
mislead. For example, a coke tin plate hasn’t any 


coke in it, nor a charcoal any charcoal, neither is a 
fish plate something to serve fish on, while running 
a train over a frog doesn’t hurt the little animal. So, 
we suppose, one should not be greatly disappointed if 
he did not find much blue on a blue annealed sheet. 
Everything is relative. A black sheet is one because 
it is not white, and a blue annealed sheet is what it is 
because it is not a black sheet. We haven’t any idea 
how the word “blue” came to be applied, but possibly 
there was a time when the process was so used as to 
give somewhat of a blue color. An ordinary “black 
sheet” is annealed in boxes. The boxes are piled on 
a stand, then put on a cover and annealed, not open- 
ing the box until the sheets are fairly cool, so that 
they do not oxidize. Blue annealed sheets, on the 
other hand, are annealed in an open furnace, not using 
boxes; hence they oxidize somewhat. The correct 
‘annealed in an open fire.” 
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EAVES TROUGH HANGER MADE OF TWO 
PIECES OF GALVANIZED STEEL. 


‘ 


term is 





Durability and ease of application are two prime 
essentials of a satisfactory eaves trough hanger, and 





features such as these 
are said to be found 
in the Peerless Eaves 
Trough Hanger, man- 
ufactured by the Ab- 
bott Manufacturing 
Company, Cleveland, 
Ohio. According to 
the Company, dur- 
ability and permanency are insured in this eaves 
trough hanger because it is constructed of two pieces 
of high-grade galvanized steel, made to resist the cor- 
rosive action of water and the atmosphere. In the 
first illustration herewith are shown these two pieces, 
and in the two illustrations below is pictured the 
simple, effective method of application: The long 
piece is bent around the trough, the end A inserted 
in the slot B, then drawn tight-and bent over as shown 
at C, thus, it is said, quickly and positively securing 
the trough in the hanger. The manufacturers state 
that it will pay contractors to write for samples, which 
will be sent free upon request to those not acquainted 
with the quality of the Peerless Eaves Trough Hanger. 
Requests for samples, together with further informa- 
tion and price list, should be made to the Abbott Man- 
tifacturing Company, 2900 Central Avenue, Cleveland, 
Ohio. 





Showing Method of Application. 





WELL SATISFIED WITH AMERICAN ARTISAN. 


To AMERICAN ARTISAN: 

My subscription having expired, I am sending pay- 
ment for another year. I am well satisfied with your 
paper. 

Henry DOouceas. 

Zion City, Illinois, September 18th, 1916. 
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no real training in business management. 
number of them have graduated from the bench and 
know little or nothing about what it costs to conduct 


a business. They have a vague idea that such items 





REAL BENEFITS TO MEMBERS OF SHEET 


METAL CONTRACTORS’ ASSOCIATIONS. 


That there are real benefits, in shape of actual 
dollars and cents in increased profits, resulting from 
active membership in trade organizations such as for 
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Figure 1.—How the Contractor Who Doesn’t Know His Costs 


Figures a Job. 


instance the sheet metal contractors’ associations, is 
being proved every day. 

One of the greatest handicaps under which many 
sheet metal contractors operate is that they have had 







































































Vey Zi 
v) “if 
f y 

ibe EL 


Figure 2.—Proper Way of Figuring a Job. 
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Figure 3.—Customer Gets Benefit of Contractor’s Ignorance. 


as rent of shop, cost of tools, expense of handling 
and storing of material, wages, etc., must come out 
of gross profit, but they have no rule for allowing 


A large 
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enough to provide for these items in their “esti- 


mates.” 


It is, therefore, only right that one of the most 


important activities of many 


of the local and state 


associations among sheet metal contractors should be 
concerned with the matter of showing, first, the im- 
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“1 Guess the 
Sheet Metal Men 
Have Finally Woke Up 
To The Fact Theyve 
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Figure 4.—How the Bids Look When Contractors Know Their 


Costs. 


portance of “figuring in the overhead”; and, second, 
what items and how much should be allowed for these 


items in the overhead. 


One of the state associations has recently published 
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IF Id Only Have Figured 
My Overhead Costs on each 
Job 1 Would Not be Broke 










| 


WT 
Hil 

















Figure 5.—Ignorance of Costs 








Causes More Failures. 


a pamphlet, entitled “What is Wrong With the Sheet 
Metal Business,” which in a very excellent manner 
points out the loss to the sheet metal contractor which 
is caused by his failure to use a proper cost system in 
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Why Work 16 Hours a Day 
|| 170 Cover Up Your Losses 

| Because You Didnt Figure} | 
your Costs Right!” 





















Figure 6.—Much Can Be Learned at Association Meetings. 


his estimating for work. 


The means employed for this purpose is a series of 
cartoons which are reproduced in the following: 
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Figures 1 and 2 show what ignorance of what over- 
head means in the lessened income from contracts, 
the third illustration showing who gets the benefit of 
this ignorance—the consumer. 

In Figure 4 the consumer is found to be studying 











S Pull Together 
and Cut Qut This 
Cut-throat Competition!” 
























































































































Figure 7.—A Start in the Right Direction. 


estimates which are properly figured and which, there- 
fore, show very little difference. 

Figure 5 gives a few of the items that must be in- 
cluded in the “overhead” and what is certain to 
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“Every One of Us has 
Made More’ Money Since 
we Began Figuring Our 
Jobs Right” 



















































































Figure 8.—Two Years Later—Making More Money. 


happen to the sheet metal contractor who doesn’t 
figure in his overhead. 

Figures 6, 7, 8, 9 and to illustrate the steps in the 
campaign for “Intelligent Cooperation” as against 















































Figure 9.—Cut-Throat Competition Doesn’t Pay. 


“Ruinous Competition,” showing first, the value of 
trade gatherings and discussions of business problems, 
and then in successive steps the advance from distrust 
of one other to faith in one another and willingness 
to figure costs and overhead in the right way. 


How their overhead charge should be made up for 
a two-man shop is then shown in the following tabie 
which calls for an overhead charge of practically 10a 


percent on the “productive” pay roll: 
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Figure 10.—Both Make Money Because They Figure Costs. 


How the Overhead of a Two-Man Shop Should Be Figured. 


Interest on investment of $1,000.00 at 6-percent..... $ 60.00 
Horse and Wagon, for maintaining.................. 200.00) 
OARS Ee TR CT seme coined, Were hora RE ice te ae eee 180.00 
REDE. ESR nce od Chie POPE Ort este SO AS Re 6.009 
TEESE 22 ey OR ea ee A bea Sink ME NAME Eh 10ttea Ce 25.00 
i ES SS SA AN Re ie ME Re co nd Oo See ie gy Lege 27.00 
ISIN oe ic sibs Cele © ccc ba dibw CRS GN EAR s bie boys 12.00 
MME Ne nd od Ge he arya isto eae &Ginaae aie 10.00 
Se NENT oo Bo ss 5 a a Sine o Saree Seesaw ehh eee s 50.00 
ER A ES ae err eer 520,00 
ROMA PEs MEME eh 3. 5g 55 4:56. Ginn “e305 2 bieaS. pee Sk 27.00 
SE ase so. 528 op Show a E's bie hes 50.00 
SMES 60 ie dss oo end dip ELD RP SE ELS Se eee ob wee a 6.00 
rare (ORG PINGING . iia. bcc at ooo ek asl cows. 10,00 
PRR OENN HOMES § 4.5.5.5 5550s 5 x o-oga bec bo > sisadedter cedar 9.00 
IE Poh Sink, tice pic wn ABile ee ae ead se eee o> » 10.00 
ek SS Oe eae a 10.00 
SRTEIEOIR 5 6 Sich: seta 6 ve ous ots 7 onside oe ewe os. 50.00 
NO 8 eo ace Gb Shue bbs oo EO CRIS 50.00 


$1,342.00 
aaa ais tee ieee $1,040.00 


Proprietor’s Salary 
520.00 


Less amount charged to overhead... 


Balance on productive labor........ $ 520.00 
Journeyman’s Wages 820.00 





Total productive labor ch’ge for yr.$1,340.00 


PATENTS SHEET METAL LEAD KEG. 


lahat 

Charles Stollberg, Toledo, Ohio, assignor to the 
American Can Company, New York City, has been 
granted United States 
patent rights, under num- 
ber 1,198,082, for a sheet 
metal lead keg, described 
herewith: A sheet metal 
lead keg of the character 
described comprising, in 
combination: a drawn, 





























seamless body member 
having an integral bottom 
and provided with a strengthening bead at its top end, 
said body being necked-in at the bottom thereof: and 
a strengthening band permanently secured to the body 
member around the necked-in portion thereo/. said 
strengthening band being provided with a bead © sub- 
stantially the same diameter as the bead at the tep end 
of the keg, whereby the keg is adapted to be roiled in 
a straight line. 
leliver 


When an opportunity occurs for kind words 
the goods. ; 
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TONCAN BASEBALL TEAM VANQUISHES ALL 
ITS OPPONENTS. 


“All work and no play, ete.,” is a rather trite say- 
ing which is fully appreciated at the plant of the 
Stark Rolling Mill Company at Canton, Ohio. Here 
part of the “play” is evidenced in the activities of the 
Toncan Metal Baseball Team, recruited from men 
who spend every day except Saturday afternoons and 
Sundays in making Toncan Metal Sheets. This army 
of “big-leaguers” has already demonstrated its ability 
by winning the pennant of the Canton “Shop League,” 
which is composed of such strong teams as the Deu- 
ber-Hampden Watch Company and the Knight Tire 
and Rubber Company, and by defeating the Gdodyear 
Tire and Rubber Company team, champions of Akron, 
Ohio, in a series of three games. Hence one of an 
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near raise of elbows for convenient use, I have worked 
out the following, which I think is worth publishing 
for the benefit of the trade. 
To find the raise for any diameter 3 piece, 90 degree 
elbow, divide circumference by 8. For 4 piece divide 
by 12. For 5 piece divide by 16. For 6 piece divide 
by 20 and so on. 
The following table wiil be found convenient at all 
times: 
45 degree 2 piece, divide circumference by 8. 
go degree 3 piece, divide circumference by 8. 
30 degree 2 piece, divide circumference by 12. 
60 degree 3 piece, divide circumference by 12. 
go degree 4 piece, divide circumference by 12. 
22% degree 2 piece, divide circumference by 16. 
45 degree 3 piece, divide circumference by 16. 
67% degree 4 piece, divide circumference by 16. 











Toncan Metal 


observant character would note that Toncan Metal 
wins, whether in baseball or as a metal sheet. 

In the photograph herewith of the conquering 
heroes. H. E. McCoy, who superintends the galvan- 
izing of Toncan Metal Sheets when he is not man- 
aging the baseball team, can be seen in a sitting posture 
in the center. Elmer Cline, superintendent of the 
Stark Rolling Mill Company, is “co-manager” of the 
Toncan Metal Baseball team but unfortunately does 
not appear in the picture. Elmer, Dame Rumor says, 
is a very modest chap and it is a difficult matter to get 
him to pose before the camera. 
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QUICK METHOD OF FINDING NEAR RAISE 
OF ELBOWS. 





The following letter, received by AMERICAN 
Artisan from J. G. Nielson, Salt Lake City, Utah, 
will no doubt be of interest to those seeking a quick, 
convenient method of determining the near raise of 
elbows: 

To AMERICAN ARTISAN: 
After trying to solve some quick method to find the 


























Baseball Team. 


go degree 5 piece, divide circumference by 16. 
18 degree 2 piece, divide circumference by 20. 
36 degree 3 piece, divide circumference by 20. 
54 degree 4 piece, divide circumference by 20. 
72 degree 5 
go degree 6 


piece, divide circumference by 20. 
piece, divide circumference by 20. 

J. G. Nietson. 
Salt Lake City, Utah, September 14, 1916. 


OPEN-HEARTH PROCESS. 


The duplex process for making open-hearth steel 
was designed for the use of ordinary materials, but 
more particularly for the use of pig iron high in phos- 
phorus and silicon. It consists first of blowing the 
molten pig iron-in an acid bessemer converter to re 
move the silicon and varying proportions of carbon, 
the blown metal being transferred to, and finished in, 
a basic open-hearth furnace according to the regular 
practice. The biowing requires about 10 to 15 minutes 
and the finishing in the open hearth from two to eight 
hours, depending upon the size of the furnace and 
other conditions. 
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REVOLVING VENTILATOR THAT OPERATES 
SILENTLY. 


Among the various types of ventilators carried by 
the Berger Brothers Company, is the Earle Improved 
Revolving Ven- 
tilator, shown in 
the accompanying 
illustration. The 
fan in this ven- 
tilator, which can 
be noted in the il- 
lustration, is de- 
scribed as run- 
ning in a_ self- 
lubricating bear- 
ing that is unaf- 


nfiblalWne 25,69 
MAP oct 2/94. 





Earle improved Revolving Ventilator. 
fected by extremes in temperature and requires no 
oil or grease to facilitate its operation. Another ad- 
vantage attributed to this fan is that it operates si- 
lently with no noise and always serves to induce a 
current of air upwards; so that the possibility of any 
downdraft is entirely eliminated. The efficient con- 
struction and operation of the Earle Ventilator, added 
to its great durability, has, it is stated, brought it into 
good repute so that it has become very popular and 
finds extensive application. Circular containing fur- 
ther information, together with catalog of sheet metal 
workers’ supplies, will be sent upon request by the 
3erger Brothers Company, 229-231 Arch Street, 


Philadelphia. 





NOTES AND QUERIES. 


Garden City Lawn Mower. 
From Lauer Brothers, Lincoln, Illinois. 
Who makes the “Garden City” lawn mower? 
Ans.—Coldwell Lawn Mower Company, Newburgh, 
New York, and 62 East Lake Street, Chicago. 
Favorite Barrel Churns. 
From Biddle Purchasing Company, 208 South La Salle Street, 
Chicago. 
Kindly 
churns. 
Ans.—Dobson Manufacturing Company, Rockford, 


Illinois. 


advise who makes ‘Favorite’ barrel 


Riverside Stove. 

From C. A. Sheley, Lake View, lowa. 

Please advise who manufactures the “Riverside” 
stove. 

Ans.—Rock Island Stove Company, Rock Island, 
Illinois. 

Standard Barrel Churns. 
From Biddle Purchasing Company, 208 South La Salle Street, 
Chicago. 

Can you tell us who manufactures “Standard” bar- 
rel churns? 

Ans.—Standard 
Ohio. 


Churn Company, Wapakoneta, 


Type Founders. ° 
From Austin J. Ruppert, Forreston, Illinois. 
Please give me addresses of type founders in Chi- 
cago. 
Ans.—American Type Founders Company, 210 
West Monroe Street; Barnhart Brothers and Spindler, 
32 South Throop Street; Keystone Type Foundry, 
1108 South Wabash Avenue; and Western Type 


loundry, 115 West Harrison Street; all in Chicago. 


Smith Lee Milk Jar Caps. 
From Biddle Purchasing Company, 208 South La Salle Street, 
Chicago. 

Who makes “Smith Lee” milk jar caps? 
Ans.—Smith Lee Company, Oneida, New York. 
Hero Warm Aijir Heaters. 

From The Bron Arno Company, Deadwood, South Dakota. 
Will you please inform us who makes the “Hero” 
warm air heaters? 
Ans.—Charles 
Street, Chicago. 
Jem Fibre Butter Packages. 
From Biddle Purchasing Company, 208 South La Salle Street, 
Chicago. 
Piease tell us who manufactures “Jem Fibre” but- 
ter packages. 
Ans.—American Can Company, Joliet, Illinois. 
Nu-Zinc. 
From Geuder, Paeschke and Frey Company, Milwaukee, Wis- 
consin. 
Kindly advise where we can get Nu-Zinc. 
Ans.—American Nickeloid Company, Peru, Illinois; 
and National Sheet Metal Company, Peru, Hlinois. 
American Swiss Files. 
From H. B. Garden and Company, New Rockford, North 
Dakota. 
Kindly tell us who makes the “American” Swiss 
files. 
Ans.—Nicholson File Company, Providence, Rhode 
Island. 


Smith Company, 57 West Lake 


Elgin Dairy Report Milk Sheets. 
From Biddle Purchasing Company, 208 South La Salle Street, 
Chicago. 
Where are the E]gin Dairy Milk Sheets made? 
Ans.—Elgin Dairy Report Company, Elgin, Illinois. 
Tops for Silos. 

From Columbus Cornice Works, Columbus, Indiana. 
Where can we get tops for silos? 
Ans.—Brelenberg Roofing and Sheet Metal Works, 

Elgin, Illinois; and Schrauger and Johnson, Atlantic, 


lowa. 





Fox Warm Air Heater, 
From Lauer Brothers, Lincoln, Illinois. 
Please let us know where we can get repairs for 
the “Fox” warm air heater.. 
Ans.—Fox Furnace Company, Elyria, Ohio. 


ITEMS. 











The McClary Manufacturing Company, London, 
Ontario, Canada, has prepared plans for the erection 
of a galvanizing plant to be of brick and concrete con- 
struction and cost $30,000. 

The firm of Gorges and Runyeon, 1919 West Sus- 
quehanna Avenue, Philadelphia, has been succeeded 
by William S. Gorges, who will continue the cornice, 
skylight and sheet metal contracting business. 

According to the Waterloo, Iowa, Tribune, the 
stockholders of the Kegler Manufacturing Company, 
manufacturers of sheet metal articles, decided at a 
meeting held on September 12th, to cease operations 
and dissolve the Company. 

The American Can Company has awarded a con- 
tract for a plant to be constructed at Railroad -\ve- 
nue and Clay Street, Seattle, Washington. The main 
building will be four and five stories, 180x200 feet and 
of reinforced concrete. Plans for the construction 
of a 180 foot steel span over Railroad Avenue to con- 
nect the proposed plant of the American Can Com- 
pany with the waterfront warehouse have been com- 
pleted. 
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1,197,585. Door and Gate Latch. Nevin A. Archibald, 


Concord, N. C., assignor of one-half to Luther E. Boger, 
Concord, N. C. Filed April 16, 1915. 
1,197,595. Animal-Trap. 
Minn. Filed Noy. 8, 1915. 
1,197,607. 


Lars P. Benson, Minneapolis, 


Clothes-Strainer. Sidney C. Clow, Anthony, 


Kans. Filed Nov. 28, 1911. 
1,197,609. Ventilator. Thomas R. Curtis, Center City, 
Tex. Filed April 24, 1915. 


1,197,612. Door-Lock. William F. Ditlevson, Owatonna, 
Minn. Filed Sept. 18, 1915. 
1,197,703. Thermometer. George 
ville, Ind. Filed May 20, 1915. 
1,197,713. Mail-Box Support and Signal. 
er, Clear Lake, S. D. Filed July 10, 1915. 
1,197,787. Lock. Charles L. Beck, Rebersburg, Pa., as- 


S. Wilson, Kendall- 


Fred A. Deck- 


signor of one-half to V. I. Walker, Rebersburg, Pa. Filed 
May 29, 1915. 
1,197,818. Door-Check. Thomas S. Grisell, Waldo, 


Kans. Filed March 31, 1916. 
1,197,920. Soldering-Press. James Donoghue, Cleveland, 
Ohio. Filed Nov. 15, 1915. 


1,197,929. Hammer. Selden S. Gordon, Halesite, N. Y. 
Filed March 11, 1913; renewed July 19, 1916. 

1,197,952. Burner. Ellis M. Potter, New York, N. Y. 
Filed May 1, 1915. 

1,198,023. Cork-Extractor. 
Ill. Filed April 6, 1914. 


Isaac F. Green, Kinmundy, 


1,198,089. Ax. Wayne W. Wallace, Youngstown, Ohio. 
Filed Dec. 14, 1915. 

1,198,096. Folding Square. Walter Doane Armstrong, 
Gate, Wash. Filed Feb. 12, 1916. 

1,198,109. Downdraft Magazine Stove and Furnace. Wil- 


liam Clow, Independence, Mo. Filed Sept. 20, 1915, 
1,198,117. Fence-Post. John E. Dusang, Larue, Ohio. 
Filed April 9, 1915. 
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John Paton Robertson, San Fran- 


QOil-Burner. 
Filed March 5, 1912. 

1,198,165, 
W. Stewart, New York, N. Y. 
Feb. 15, 1916. 


1,198, 154. 
cisco, Cal. 
Combination Gas Burner and Heater. Everett 
Filed March 4, 1910; renewed 


1,198,167. Broom. Charles FE. Stoltz, Jaqua, Kans. Filed 
Jan. 5, 1915. 
1,198,188. Torch. Worthy C. Bucknam, Jersey City, N. 


J., assignor to Davis-Bournonville Company, New York, N. 
Y. Filed March 18, 1914. 
1,198,194. Garment - Hanger. 
Idaho. Filed June 5, 1915. 
1,198,202. Fishing Device. 
Tex. Filed Apri! 14, 1916. 
1,198,222. Hanger or Wall-Pin. George C. Hemenway, 
New York, and George X. Hickerson, Brooklyn, N. Y., as- 
signors to the Hampden Manufacturing Company, Inc. Filed 
March 3, 1915. 
1,198,227. 


Forks, N. Y. 


Bertha Courtnay, Filer, 


Kenton Drinkard, Beaumont, 


Door - Holding Means. Charlotte Hinchey, 
Filed Feb. 19, 1916. 

1,198,231. Pliers. Lowell L. Houchin, West New York, 
N. J. Filed Dec. 21, 1915. 

1,198,286. Animal-Trap. William T. Sourbeer and Louis 
E. Payne, Livia, Ky. Filed June 1, 1916. 

1,198,295. Rear Gun-Sight. William 
Herman Schroeder, Lincoln, Neb. 
1915. 

1,198,321. Mop-Wringer. 
Pa Filed July 26, 1916. 


Henry Ward and 
Gustave Filed Oct. 21, 


Howard C. Brown, Scranton, 


1,198,321. Animal-Trap. John S. Crisler, Macedonia, 
Iowa. Filed, May 8, 1915. 

1,198,374. Ege-Boiling Utensil. Austin A. Overbury, 
Newark, N. J. Filed July 16, 1915. 

1,198,374. Breech-Bolt for Firearms. Grant Hammond, 


Hartford, Conn., assignor to Dalton Arms Corporation, New 
York, N. Y.. Filed Jan. 25, 1916. 
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WEEKLY REPORT 
OF TRADE AND THE MARKETS 








STRONG ' PRESSURE FOR DELIVERY OF 
FINISHED MATERIALS CONTINUES; NON- 
FERROUS METALS ADVANCE. 


Although there have been no sensational develop- 
ments in the steel trade during the past week, the 
strong pressure for deliveries of finished materials, 
particularly steel bars and plates, continues and some 
consumers have been compelled to curtail operations 
on account of not having adequate supplies of steel, 
while others are on the verge of temporary suspen- 
sion. According to the president of one of the larg- 
est steel companies, the possible steel production for 
the first half of 1917 has been sold. Steel companies 
are compelled to turn thousands of tons of new busi- 
ness away, and to get down to the bare truth, a gen- 
uine famine exists in steel, with no relief in sight. 

The demand of plates for shipbuilding projects has 
steadily increased, and some extraordinary prices are 
being named. The activity in basic pig iron has also 
been a leading feature of the market during the week, 
as also have been the heavy purchases of copper, 
spelter and lead. Brass manufacturers closed good 
sized tonnages of copper and spelter, and during the 
past few days galvanizers were more active in the 
spelter market. [Foreign demand was also of good 
volume, this being particularly true of the lead mar- 
ket. Prices were strong and advances made in each 
instance. 

Dun’s review of the trade says: “In nearly all im- 
portant industrials and mercantile lines the trend is 
toward a further increase in activity, and is excep- 
tionally marked in some directions. Manufacturing 
plants are being operated to their capacity, the short- 
age in the supply of labor being practically the only 
deterrent to additional expansion. The demand for 
fall merchandise is encouragingly brisk and the gen- 
eral business sentiment is optimistic. 

“This week’s review of the steel trade emphasized 
a fact which was no less significant because every one 
was more or less cognizant of its importance. As in 
any other industry where the demand is outpacing the 
supply, the problem of steel deliveries is becoming 
increasingly important. It is seldom that supply and 
demand ever reach anything approaching an exact 
parity, and this is particularly the case in the steel 
trade. 

“Just now the pendulum is swinging in one direc- 
tion. The chief question in the industry is how to 
make and ship steel fast enough. Those who are seek- 
ing to provide for their future needs find that they 
must accept deliveries at relatively distant dates, and 
that the heavy foreign buying is a strongly competi- 
tive factor affecting both prices and shipments.” 


STEEL. 

In the Chicago market steel bars are comparatively 
scarce, and specifications are being received at a rate 
much greater than shipments from mills. Production 
is increasing at a heavy rate, as the cooler weather 
has removed the drawbacks suffered in July. No 
change has taken place in the quotation on soft steel 
bars, which remains nominally at 2.79 cents Chicago 
mill, for an indefinite delivery, not sooner than second 
or third quarter of 1917. On account of the extra- 
ordinary demand and higher prices for plates, ware- 
houses have advanced quotations on those products 
$5.00 per ton at Chicago. The demand for steel plates 
continues to be the strongest feature of the finished 
steel market, and an independent mill which reserved 
part of its tonnage for a time has now taken con- 
tracts carrying considerable premiums, buyers offering 
as high as 4.19 cents, Chicago mill. While the de- 
mand for fabricated material is increasing, the vol- 
ume of this business in the Chicago market is not yet 
large. However, mills have sufficient bookings to last 
far into next year and prices remain steady at 2.79 
cents Chicago mill. 


COPPER. 

The greatest enthusiasm is developing in the mar- 
ket for copper. Three months ago there was a marked 
lull in foreign buying and prices began to recede. 
Now there is a re-flow of orders from abroad, prices 
have firmed, and predictions all run toward heavy 
sales. Leading copper producers are now asking 27% 
to 28 cents for deliveries in the first quarter of next 
year, and 27 to 27% cents for second quarter. Elec- 
trolytic copper is now quoted as follows: [Prompt 
and September, 285% to 29 cents, cash; October, 28% 
to 2834 cents; November and December, 27!” to 28 
cents. The lake copper market, which has been quiet 
for some time past, is quoted nominally as follows: 
Prompt and September, 2734 to 28% cents, cash; 
October, 27% to 28 cents; November and December, 


2714 to 2734 cents, and casting copper may be ob- 
tained at 2534 to 261% cents. The base price on sheet 


copper remains at 37% cents. Exports of copper so 


far this month, as reported by the New York (ustom- 
house, total 16,310 tons. 
TIN. 

The tin market was quiet during the past week. but 
with cables higher, a firm tone prevailed. Price- fluc- 
tuated but little and the statistical position of tie mar- 
ket continues strong, with dealers making no «‘forts 
whatsoever to press sales. Straits tin is quoted at 
38% cents for prompt and October deliveri::. and 


T 


some future business has been done at aroun’ 37% 


to 37% cents. Chicago warehouse prices reinain at 
43 cents for pig tin and 44 cents for bars. 
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LEAD. 

During the past week the lead market has been 
featured by two advances in the asking prices of the 
leading producer. The price has now been estab- 
lished at 7 cents for prompt, and as a result, outside 
prices have been advanced to 7.05 cents and excep- 
tional quotations up to 7.25 cents are not infrequently 
encountered. St. Louis independents continue to quote 
6.92% to 6.95 cents. The market, as reflected by the 
price advances, is exceedingly strong with a demand 
of big volume and néarby metal scarce. Several of 
the independent producers are out of the market until 
well into October. Quotations of Chicago warehouses 
have been advanced 30 cents, the new quotations be- 
ing American pig, $7.65 and Bar, $8.15. Sheet lead 
has been advanced 25 cents, and new quotations of 
sheets in full coils are $8.75 and in cut coils, $9.00. 


SOLDER. 

Chicago warehouses have advanced their prices on 
solder 14 cent, the new quotations being: XXX Guar- 
anteed, 1%4 & 4, 2534 cents; Commercial, % « %, 
2334 cents; Number 1 Plumbers’, 2134 cents. 


SHEETS. 

The demand for sheet products has been heavy dur- 
ing the past week. The Chicago market is pervaded 
by the stronger feeling of the imminence of higher 
prices, but this has not yet resulted in quotations be- 
ing materially higher, and such sales as are being 
‘made, are at a range of 3.09 to 3.19 cents, Chicago 
mill, for Number 28 gauge black sheets and about 
$2.00 a ton higher for Number 10 gauge blue annealed 
sheets. Galvanized sheets, which are reported to be 
in better demand than blue annealed continue to be 
quoted at 4.75 cents. The market in the Chicago ter- 
ritory is not very active, and buyers and sellers seem 
willing to let matters rest for the present and see 
what the future will bring forth. The fact that steel 
bars that are now being used for the production of 
steel sheets are at a higher level than during the first 
half, will probably bring about higher quotations in 
the near future. 


TIN PLATE. 

The tremendous demand for steel plates is reflected 
in the heavy advances that have been made in ware- 
house prices on tin plate. A strong demand continues 
from consumers whose needs were not fully covered 
by contract earlier in the season, but few manufac- 
turers have any material for sale for 1916 delivery 
and leading interests have not decided upon what basis 
they will accept 1917 business. The nominal market 
for tin plate continues to be $6.00 per base box as an 
average for domestic business, and it is generally be- 
lieved that tin plate for 1917 shipment will command 
not less than $5.50 per base box. 


WIRE FENCE PRICES ADVANCED. 
Several of the more prominent makers have made 
advances in their wire fence prices equivalent to $2.40. 
Although the demand for wire fence has not been as 


heavy as that for other wire products, it is believed 
the advance will stimulate activity. 


OLD METALS. 

The scrap iron and steel market in Chicago con- 
tinues quiet but very firm, and there are intimations 
of a good buying movement. The present level of 
prices for scrap metals is close to the maximum 
reached early this year, and some dealers appear anxi- 
ous to dispose of their scrap metal at the best price 
obtainable fearing that prevailing values will not be 
maintained. Wholesale dealers report quotations as 
follows: Old steel axles, $26.50 to $27.00; old iron 
axles, $24.50 to $25.50; steel springs, $14.50 to $15.00; 
Number 1 wrought iron, $15.75 to $16.00; Number 1 
cast iron, $11.75 to $12.00 for net tons. Prices for 
non-ferrous metals are as follows per pound: Light 
copper, 20 cents; light brass, 11 cents; lead, 534 cents; 


zine scrap, 6% cents; aluminum, 32% cents. 
/ ry a 4 





SPELTER. 

Continued firmness is noted in the spelter market, 
this condition being reflected by the good sized volume 
of business placed by sellers for delivery as late as 
next year. Domestic demand is very active and in 
addition to the considerable interest displayed by gal- 
vanizers, brass manufacturers and exporters figured 
rather heavily during the week, bringing the amount 
of metal sold up to a comparatively large total. Prime 
Western for Prompt and September shipment is 
quoted at 914 cents St. Louis; last quarter, 9% to 
93 cents; first quarter, 9 to 9% cents. Brass special 
is held at 10% to 10% cents St. Louis for prompt 
shipment. Chicago warehouses have advanced their 
quotations on spelter in slabs 14 cent, the new quota- 
tion being 1014 cents per pound. Sheet zinc remains 
at $18.50 for cask lots and $19.00 in less than cask 
lots. 


In the Chicago market inquiry and buying con- 
tinues strong, with all grades participating in the buy- 
ing movement. Large aggregate tonnages of both 
malleable and foundry iron have been taken on in the 
past fortnight, and some export sales have also been 
made. Apparently the activity is increasing and 
melters seem desirous of covering their requirements 
for first half as far as they can gauge them. Prices 
are steady at $18.50 and $19.00 Chicago furnace for 
foundry and malleable respectively. Southern iron 
is firm and some makers are quoting $14.50 Birming- 
ham for last and first half delivery, while $15.00 Bir- 
mingham is being asked for first half delivery alone. 
These figures, however, have been shaded somewhat, 
and $14.25 Birmingham for last half and $14.75 Bir- 
mingham for first half would be fairly representative 
of the market. In the Pittsburgh market pig iron 
buying continues active and prices of basic, foundry 
and malleable grades gradually are advancing. Basic 
pig iron is being held at $18.25 Valley and above, and 
Foundry and Malleable grades are being quoted at 
$18.75 and above. The demand for Bessemer iron 
for export is heavy and it is believed that prices on 
this will be advanced at an early date. 
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Current Hardware and Metal Prices. 
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AUGERS. BEATERS. 
Beving | peaaiins i eTeaG se eeows oer 70% | Carpet. Per doz, 
Pula eink bie a bow bee hie we oS 50% No. 13 Tinned Spring Wire...¢ 0 90 
Carpenter’ oo See ee 70%, No. 11 Spring Wire coppered. | 30 
NO; 10 PRON Sook bese ess 90 
Hollow. Egg. Per doz. 
B "s—list $30.00...... 75 & 5 No. 50 Imp. Dover.........$ 0 75 
Romper’ Sg S0000......7 %  Nes03 ion: ° 
No. 150 “ ** hotel.. 1 50 
No. 10 Heavy hotel tinned... 2 10 
Post Hole. . +4 “ “ eae ; 4 
Digwell, 8-inch....... er doz.12 50; No. 18 “ = = 4 50 
Iwan’s Post Hole and Well... 40% 
Vaughan’s, 4 to 9-in...per doz. 8 00 
BELLOWS. 
Shid. Co ee 65% 
Ford’s, with or without screw. . Me Hand. 
Snell's 40-57% oi SE Oe. per doz. 7 50 
ROO 6 ops oasesce . 9 40 
AWLS. Moulders’. 
Brad. Ns odie ans chars “ 12 60 
No. 3 Handled....... per | doz. $0 45 
No. 1050 Handled... 95 
Shouldered, assorted 1 to 4, BELLS. 
settee ee ee eee caes per gro. 3 60 | Call. 
Patent asst’d, 1 to 4.. 60 3-inch Nickeled Rotary Bell, 
Bronzed base...... per doz. $5 00 
Harness Cow. 
CAM, 550000 o0 = 95 US ae 60% 
PUR Sas cesseb ede ~ 90 | a SRR Cree 65&10% 
Door. Per doz 
Peg. New Departure Automatic... $6 50 
Shouldered.......... “4 1 50 Rotary. 
ee ee - 65 3 -in. Old Copper Bell....... 4 00 
3 -in. Old Copper Bell, de 6 00 
3 -in. Nickeled Steel Bell. 4 50 
| Scratch. 3}-in. Nickeled Steel Bell. 5 00 
No. 1 handled....... per doz. 7 00 
No. IS, socket han’‘ld. 4 1 25 | Hand. . 
No. 7 Stanley........ 195| Hand net, polished....... 40&10% 
base Pl woe POCRPEe eSB OOOH ES 40 ‘0 
icke ay EE ee 
AXES. pl aaaeneY 408:334% 
a o a, » P $6 00 PAIVOE CHC os ooo ck ccc ccces 334% 
ippincott, 3 ID...... per doz. ; 
Marshall Falls City...” 5 00 | M#scellancous. 
MR iver es ins “ 6 50 | Church and School, steel alloy... .50% 
| Broad. 75 
| F. , lbs... 40 50 75 100 
Plumbs, West, Pat. 00sec. -300Go | Bach Re $190 240 355 475 
a ‘Pat. ti aa ant ..35 % 
™ iremen’s (handle 7 
ei ve tnae er doz.$!9 - BEVELS, TEE 
Plumbs, Miners’ (handled) ‘* 9 00 a ~ sell rosewood handle, me 
EP ro ere eee: 
Stanley's iron handle............ Nets 
Single Bitted (handled). 
Warren Silver Steel.......... $10 50 TH. 
Warren Blue Finished........ 10 50 BINDING, OILCLO 
eee a ere Bods Er ror Terre Hy 
Perfect Premier, Forest Clipper 8 50 | Brass... ..........e000eeee08> 6085 ny 
ee errr 0 
BITS. 
| Single Bitted (without handles). Auger. 
Warren Silver Steel......... £9 00 Extra Double Spur. . .708&10% 
Warren Blue Finished....... 8 00 Ford's re ale eee” 408&10% 
Rough Rider........-2+++++. 7 00 a ae 
RE ee Se i 5s 5 0:9 014:4 sb 50% 
Russell Jenning’s.......---: 308:10% 
Double Bitted (without handles). Clark’s xpansive. ee oo i 
Blood’s Champion, 34 to 44 lb . Steer’s pron list, 22 00. 25% 
Se rs is 6 ie wb te per doz. 12 50 in C a 50% 
Flint Edge... 2.02... TGR me ge 
Perfect Premier...... ” 12 5 Ford's Ship Auger Pp 50% 
The above prices on axes of 3 to 4 Ibs. eee te, 
are the base prices. ce 
| 3} to 4} lbs. advance 25c. CT eis bac 06.0 86 Se d.c:cic 0% dee % 
4 to5 lbs. advance 50c. Cond. 


44 to 54 lbs. advance 75c. 


BAGS, PAPER NAIL. 


Pounds..... 


16 20 
Per 1,000. "$20 375 450 500 


BALANCES, SPRING. 


BARS, CROW. 


LEAD. 
METALS. American Pig.,......- paeeias 4 + 
National (White) brands (in less 
* than 100 tb. lots), per Ib........1lc 
PIG IRON | Sheet 
4 1. SOONG 6 s20008 per 100 lbs. $8 75 
Northern Fdy., No. 1.........- $18 50; Cutcoils........ per 100lbs. 9 00 
Northern Fdy., No. 2........++. 18 00 
——— al oy i bemecee 44 4 ALUMINUM 
ern Sp De Besssceseds Carload lots. 
Southern Fdy., No. 2........+. 18 00) 
Southern Fdy., No. 3.......... 7 fs | fie. 1 Pueieges......00e 9990 
Lake Sup. Charcoal........... _, de | 2 Wii aemasearat hte cine te J Sete 
DA sBakesscvceds veut 18 25 TIN 
a PP rer per Ib £0 to 
FIRST QUALITY BRIGHT GPU, cs00se0ss5 cake 
TIN PLATES. 
HARDWARE. 
Per Box 
re +m 4 Skew esaesbenceen 5 ze 
Serr ADZES. 
Lexx i beewwnneeeserwess 1 7 Carpenters’. as 
: ~~  hbbbpbenibetibe | 45. PURGDS. cp ccrcccccccccs 22-35% 
20u28 SWadbvewsussont 17 30 | Coopers’. 

B. wcccccccccccees 1 Barton’s........+. pausnedees 15 
it See........020.0222 2150) Chies.........00.222......19% 
to 4 aoa Ssaeare 23 20 | Reélroad 
be ee fy errr 24 90 | Poa | 

AMMUNITION. 
fe — PLATES. : | Caps, Percussion—per 1,000. 
okes, 180 lbs....... 20x28 $12 60 | f eer ee 50 | 
Cokes, 200 Ibs a ie) me 45 
Cokes, 216 lbs IC 20x28 13 10) Musbat Lei hipswedesbseves 75 
Cokes, 270 lbs IX 20x28 14 95 | Shells, Loaded— 
| Loaded with Black Powder...... 71% 
BLUE ANNEALED SHEETS. | Loaded with Gescialens Powder, 
per 100 Ibs. $3 25 | medium grades........... &5% | 
per 100 lbs. 3 30| Loaded = 1 Smokcless Powder, 
per 100 lbs. 3 35 | PN oo 555 bcsesbisnes 0% 
per 100 lbs. 3 45 | Winchester: 
Smokeless Repeater Grade... 15&5 
ONE PASS COLD ROLLED BLACK| Smokeless Leader Grade... .... 30% 
per 100 Ibe. $3 15 DE PONE s ccccbeccesones 598 
bs. 3 20|;U.M.C., 
: - 100 Ibe, ge OS. Serer 15&5% | 
..per 100 Ibs. 3 30 Be RE 30% 
per 100 Ibs. 335; NewClub..... dines new coved ee 
LVANIZED | 
GALVANIZ | Gun Wads—pe1 1000 
5 See per 100 ibs. $4 10/ Winchester 7-8 gauge......... $2 05 
arr per 100lbs. 4 25 | < 9-10 gauge........ 1 80 
INO. 22°28. cceeses per 100 lbs, 4 40 | “ 11-28 gauge....... 1 50! 
ae per 100lbs. 4 55 | Powder. Each 
ot 2 SR per 100lbs. 4 70 | DuPont’ 8 Sporting, y+ Tt 5- $10 25 
CS Sr per 100lbs. 4 85 | kegs.... 5 40 
aS Serre re per 100lbs. 5 25 | “ “ kegs. 2 85 
DuPont's Canisters, - exes 46 | 
He Oe 26 | 
FOLISHED SHEET STEEL. | o Smokeless drums... 26 10 
y " os re. - 13 20) 
oo) See per 100 Ibs. $4 65 “ }- k 6 75 | 
PE cade dseetocd per 100 lbs. 4 75 ot “ 10-can oad 5 40 
Ls Sr er per 100lbs. 4 85 “ o t-kegs... 3 45 
PEN Gs cccvesec he per 100 lbs. 4 95 | ” sic canisters 60 | 
| L.&R. sata Extra Sporting 
CRI CaS ARS. 0 25 
SMOOTH SHEET i. L.& R. Grange, Extra Sporting 
Per 100 Ibs. OO AAR 5 40) 
Wood's Smooth No. 20......... ae 90 L&R. anaes, Extra Sporting 
No. 22-24. . 395 A RA eae 2 85 
” 24 No. 25-26 .. ++. 4 00 | L.&R. Orange. Extra Sporting , 
» 63 i? Aerie 4 05 Oe See 45 
“ ee St” Ser 415 | L.&R. Orange, Extra Sporting 
. ar eee goss 26 
range, Katra ortin: 
PATENT PLANISHED SHEET, 4-lb. canisters. . 18 SPs: , 
IRON. Ree ‘E. C.” and ‘‘Infallible” 
Patent Paciind Sheet Iron, Hercules: "H.C aind “infallible” 
 . SERET SPER ETE ETE TE. 5 ee || ena te 
Hercules “i ‘E. C.""and “Infallible’’ 
PATENT PLANISHED SHEET | Hercules “E.C."" dnd “Infailibie™ 
STEEL. Oman agrams.. .......;5.5 
Hercules ‘ Ley C.” and “‘Infallible” 
Dickey Planished Sheet Steel...... 8c | OS ee OT 4 ere 
Hercules ‘ &. “ *? and “‘Infallible’’ 
ee ae 
Hercules W. oY .30Cal. Rifle, 
CREE. oh ciss da cr ba06 1 25 

SOLDER. Tercules Lightning Rifle, 

XXX Guaranteed $&4..perlb. 25%c | ee REO Pee 1 25 

Commercial 4 & $....... sg 23%c | Hercules Sharpshooter Rifle, 

No. 1 Plumbers... ..... ‘°° 21lic a ae pies 1 25 
Hercules “Bullse Rifle, canisters 1 20 
Hercules Bullseye Revolver, 

SPELTER. i CRONE. occesississse 60 

| Sho 

Bs cnc thacwnnee sede dee 103c Drop shot, sizes smaller than 
B 25-Ib. bags, per bag....... $2 70 
| Drop shot, B and — sizes, 

SHEET ZINC. 5 —— ags, Lg Leateee 

uck shot, 25 8, per bag 2 95 
Re a ep $18 00! Chilled shot, 25- aa s, 3 25 | 
Less than Cask lots. .$18 50 to $19 00 "AN LS. 

Trenton, 70 to 80 ibe ae fc per lb 

Trenton, 8) te 150 Ibs...... 94c per lb | 


COPPER. 
Copper sheet, base...sse0 sees. 


ASBESTOS. 


-374c ' Board and Paper......... $3 00 Cwt 


Pinch or Wedge Point, per cwt.. $4 00 
BASKETS. 

Clothes. 
Small Willow........ per doz. 10 00 
Medium “ ..:...0- # 11 00 
Large eS Guede eee 13 00 | 

| Galvanized Iron. 4 bu. 1 bu. 14 bu 
Pee dos, 2066003 $5 50 8 00 11 00° 


es Pee: - -per coz. 2 40 


1 10 
American a 1 30 
“ --- ee a “s 1 3 
Mahew’ s at 
SS Se 1 40 
Dowell. 
Russell Jennings.......---- 30&10% 
Gimlet. 
Standard Double Cut....----- Py} 
German Pattern..... per, do Z. 5 
ae i 80 
emer iarnarseeos*s: a 15% 
Conmtusthidke (een = 
Reamer. m 250 
Jenning’s Square..... a 5 00 
Standard Square..... 6 175 
American Octagon. . - é 
| Screw Driver. y 55 
No. 7 Common....- — 125 
No. 1 Triumph....--+ r 











ed I 


